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Millions of readers of over 50 general, business and _a timely sales tool, geared closely to the everyday lives 
college magazines are being reminded that, in terms of of the families and businessmen they call on. 


© »? . . o ~ ea ¢ , > , > 7 ss 
today’s living costs, they are woefully under-insured. New England Mutual has been a year-in, year-out 


This New England Mutual campaign, largest by far _ national advertiser since 1933 
in the company’s history, is doing a sales-stimulating job 
by turning the high cost of living into dramatic ev idence 
that most families need twice as much life insurance 
today as they did as little as a dozen years ago. 


This advertising, along with a helpful year-round 
sales promotion program, is part of New England 
Mutual’s constant effort to build acceptance for its 
agents —to make their time more productive —and, in 
New England Mutual agents are finding this theme _so doing, to increase their incomes. 
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It was years later 


that Henry Jones learned 





the price Of & pony 


“(-\NE GOOD THING about us is that we 
don’t have to worry about keeping 
up with the Joneses. We are the Joneses!” 


That was one of Oscar Jones’ favorite 
little jokes, and my Dad said he’d heard 
Oscar tell it a dozen times or more. But 
Dad also said it didn’t keep Oscar Jones 
from doing his best to keep up with the 
Smiths, the Browns and a lot of other 
people in town. 


For instance, when one of Oscar Jones’ 
friends bought a big house down on Church 
Street, it wasn’t long before Oscar bought 
an even bigger one. When another traded 
in his old car for a big, low-slung foreign 
car, Oscar Jones went right out and did 
the same. And when his son Henry left 
for the university in 1936, nothing would 
do Oscar but to send his boy off in style 
in a shiny new roadster of his own. I went 
along with Henry, and was convinced— 
as I’m sure everyone else in town was— 
that Oscar Jones was a pretty rich man. 

It was during our junior year that Henry 
got word that his father died. He went 


home for a week or so to look after things 
—and never came back. 


As I learned afterwards, all Oscar Jones 
left his family wasa big house they couldn’t 
keep up, a powerful car that didn’t bring 
much at the used car lot, and a good many 
miscellaneous debts that Henry and his 
mother were hard-pressed to pay. 


I lost track of Henry Jones for quite a 
few years after that, so I was a little sur- 
prised to find him waiting for me when I 
got to my office one morning last week. 
After a few minutes of general conversa- 
tion he looked around and said, “I was in 
this office once before. That was back in 
the days when your father was an agent 
for New York Life, as you are now. I was 
only a kid then, but I still remember it. 
When we started out that morning, Dad 
had some money with him to pay the 
first premium on a policy your father had 
sold him. 

“Well, on the way down we passed a 
place where they had a pony for sale. I 
wanted that pony more than anything— 


and that’s where the money went. Dad 
wouldn’t take the policy that day in spite 
of everything your father said. 

“Tt wasn’t until I had to leave the uni- 
versity that I understood why your Dad 
had urged mine so strongly to change his 
mind about the policy. Then I realized 
how much that pony of mine had actually 
cost. I decided then that if I ever got 
married and had a family, I wouldn’t 
make the same mistake.” 

Henry and I started working out his 
life insurance program then and there. A 
couple of days later he stopped in again 
and handed me a check for the first pre- 
mium. “I didn’t see any ponies this 
morning,” he said. 

I laughed and thanked him. He grinned 
and said, “Don’t thank me—thank your 
father. He made this sale for you over 
twenty years ago.” 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 
Naturally, names used in this story are fictitious. 
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Agency Problems on 
Hemisphere Level 
Are Reviewed 


Present Compensation 
System Called Obsolete 
by Argentine Official 


The Hemispheric Conference at New 
York this week was well attended and 
attracted considerable interest. Sixteen 
countries were represented. The meet- 
ing was sponsored by U. S. Chamber of 
Commerce. There were 120 persons in 
the foreign delegation. The banquet 
was Thursday evening. John A. Die- 
mand, president of Insurance Co. of 
North America, was host, assisted by 
Laurence F. Lee, president of Occidental 
Life of Raleigh and Peninsular Life of 
Jacksonville, and president of U. S. 
Chamber of Commerce. 

James S. Kemper, Lumbermen’s Mu- 
tual Casualty, presided at the opening 
general session, and in his talk he urged 
all hands to unite against further social- 
ization of insurance. 

Mr. Lee, who addressed that session, 
said that modern life insurance sales- 
manship has been a powerful force in 
promotion of individual thrift. Insur- 
ance executives have a deep sense of 
trusteeship and these factors provide a 
bulwark of defense whenever the life 
insurance business has been under at- 
tack or threatened by government inter- 
vention. 

Entry Requirements 

Addressing a later session of the con- 
ference, Mr. Lee said western hemi- 
sphere nations should reduce entry re- 
quirements to a minimum and simplify 
still further the requirements for travel 
permits. 

Frazar B. Wilde, president of Con- 
necticut General Life and president of 
American Life Convention, presided at 
the luncheon Tuesday which was ad- 
dressed by Jorge Bande, manager of 
“La Chilena Consolidada” of Santiago, 
Chile, and professor of insurance at 
University of Chile, and by Herbert A. 
Schell, chairman of U. S. section of the 
Inter-American Council of Commerce & 
Production. 

Much of the conference general pro- 
gram dealt with the problem of govern- 
mental encroachment in the insurance 
business, especially in Latin American 
countries. However, the panel sessions 
got down to the practical insurance 
working level and attracted good crowds 
from the American sector of the busi- 
ess, 

Attendance is about twice the first 
conterence in 1946. 

Preliminary festivities included a tea 
on Sunday at which A. L. Kirkpatrick, 
Manager insurance department U. S. 
Chamber of Commerce, was host. Offi- 
cial delegates attended a dinner Monday. 

The panel sessions on life insurance 
during the Hemispheric Insurance Con- 
ference in New York presented full pro- 
grams in four sessions during two days 
that dealt with agency and office man- 
agement group, and A. & H., the latter 
held jointly with the casualty panel. 

The present system of paying agents, 
particularly the high first year commis- 
s10ns, is obsolete and a deterrent to com- 
Paty growth in all except those few 
countries where insurance distribution is 

(CONTINUED ON PAGE 20) 





Wheas 


N. Y. Suspends Its 
Ban on Group 
Creditor Life Sales 


The New York department has sus- 
pended its ban on the sale of group 
creditor life insurance to cover unpaid 
installments of persons buying mutual 
fund shares on a program extending 
over a period of years. 

Some weeks ago the New York attor- 
ney general ruled that group creditor 
life could not be legally written in such 
situations because there was no legal 
obligation to complete the installments. 
A ban was placed on such sales, but the 
department has now suspended it pend- 
ing an opportunity for the 1953 legisla- 
ture to act. Failing such action, the 
contracts may have to be revised to pro- 
vide that payment of the installments 
would be an obligation against the buy- 
er’s estate. 


Federal Bank Says 
Public Is Better 
Prospect Than Ever 


The American public today is better 
able to buy additional life insurance cov- 
erage than it was before the war, but 
it terms of personal income after taxes, 
life insurance sales actually have lost 
ground, Federal Reserve Bank of Chi- 
cago, states in its publication, “Busi- 
ness Conditions.” 

In an article on life insurance invest- 
ments, the ban explains how the financial 
resources of life companies have in- 
creased, notes that sales of new policies 
since the war have been far above those 
of any earlier period, and states that 
the face value of all insurance in force 
has risen to $253 billion. 

“Although this amount is more than 
double that of 10 years earlier,” the bank 
comments, “the gain has barely kept 
up with other economic measures. 
When adjusted for the rise in consumer’s 
prices, life insurance in force is one- 
sixth greater than in 1941; in terms of 
personal income after taxes, it has 
actually lost ground. Thus, despite 
record sales in the interim, the public 
is little better protected by insurance, 
but has greater financial ability to buy 
additional coverage than before the 
war.” 


Company Resources Increase 


However, life company financial re- 
sources have grown rapidly in reflecting 
the rise in coverage in terms of dol- 
lars. Once a policy is bought, most 
people continue to keep their insurance 
in force, and this inflow of premium 
funds plus investment income has ex- 
ceeded payments to beneficiaries by 
steadily growing amounts since the early 
30,s as policy reserves have been ac- 
cumulated against eventual repayment. 

In consequence, the article states, life 
companies have become the largest de- 
positories of long term savings, sur- 
passing commercial banks, mutual sav- 
ings banks, savings and loan associa- 
tions, and the series E savings bond pro- 
gram in such holdings. 








Great-West Names Davey 


Great-West Life has appointed John 
C. Davey agency assistant at the head 
office. He formerly was supervisor at 
the Montreal Central branch. 

Mr. Davey joined Great-West in 1951 
after previous life insurance experience. 





Arthur J. Flint has been named super- 
visor of the O’Neal agency of Great- 
West Life at Indianapolis. 


W. & S. MAN 64 YEARS 





Death Takes 
C. F. Williams 
at Age of 79 


Charles F. Williams, chairman of 
Western & Southern Life, a first citizen 
of Cincinnati and a 
man of internation- 
al note in the Cath- 
olic Church, died at 
his home at For- 
restville, the Cin- 
cinnati suburb, 
Thursday morning. 
He succumbed to 
his second illness 
this year. His age 
was 79. The funeral 
will be Monday at 
10 a m. at St. 
Xavier church. 

Western & 

Southern Life was Chas. F. Williams 
founded by his brother, W. J. Williams, 
in 1888, and C. F. Williams’ connec- 
tion with the company dated from that 
year, so that he bracketed its first 64 
years. He had the position of vice-presi- 
dent and general counsel from 1910 
until his brother’s death in 1931. In that 
year he succeeded to the presidency and 
he became chairman in 1950 when his 
son Charles M. Williams, was elected 
president. Another son, W. J. Williams, 
is field vice-president, and a third, J. 'R. 
Williams, is connected with the com- 
pany and is a director. L. H. Kyte, the 
general counsel, is Mr. Williams’ son-in- 





aw. 

Mr. Williams graduated at University 
of ‘Cincinnati school of law in 1897. 
He held the honorary LL.D degree 
from Xavier U. He was chairman of 
the Hamilton County delegation in the 
Ohio legislature from 1901-06 and was 
deputy attorney general for southern 
Ohio from 1907-11. 

He was renowned in Catholic circles 
and was Knight Commander of the 
Order of St. Gregory the Great. His 
record of service and his contributions 
and charities in Cincinnati over the 
years is extensive, perhaps unmatched. 


U. S. Families Are Now 
Widely Annuity-Conscious 


A generation ago, few annuities and 
retirement plans were purchased in the 
United States. A large part of those 
outstanding at the time were owned 
by Europeans. 

Today, more than 6 million annuities, 
retirement income policies or insured 
pensions are in force in the U. S., ac- 
cording to Institute of Life Insurance. 
They represent $3 billion in eventual an- 
nual income. 

The first policy written in 1759 in the 
first U. S. life company was an annuity. 
However, it wasn’t until the early ’30s 
that the country became annuity con- 
scious. 

Stimulated by lessons of the depres- 
sion, large numbers turned to insured 
retirement plans. Annuity premiums in- 
creased five-fold between 1930-35, al- 
though the period was characterized by 
reduced income. 

Total funds accumulated with life 
companies at the beginning of this year 
were estimated at $15 billion, and about 
$2 billion are being added annually from 
premiums and investment earnings. 








Walter J. Vedder has been named 
staff manager of the Prudential’s Lew- 
iston, Ida., district. He was athletic 
coach at Cottonwood, Ida., and principal 
of schools in Nezperce, Ida., until join- 
ing Prudential as an agent in 1951, 





Raising Dues, Agents 
Conference Chief 
Issues BeforeN.A.L.U. 


Action on Both Topics De- 
ferred to Next Year — 
Fluegelman Moves Up 


By ROBERT B. MITCHELL 


ATLANTIC CITY—Should the Na- 
tional Assn. of Life Underwriters in- 
crease its dues to permit it to move into 
an expanded area of usefulness or should 
it cut the suit to fit the cloth and con- 
centrate on giving as much service as it 
can under the present budget? 

This was the issue of outstanding im- 
portance at the annual convention of 
National Assn. of Life Underwriters 


here. Because of its vital long-range 
implications, it pretty well overshadowed 








Cc. E. Cleeton 


D. B. Fluegelman 


such ordinarily up-front matters as 
which of the eight trustee candidates 
would win the six available places on 
the board. 

Next in importance was the question 
of whether to form an Agents Confer- 
ence, along the lines of the General 
Agents & Managers Conference formed 
at the Los Angeles convention last year. 

A great part of the national council's 
meeting Tuesday was devoted to these 
questions. It was wisely decided not to 
rush matters and to let both questions 
ride over until next year’s meeting at 
Cleveland. In the meantime, the amount 
of interest and the realization of the 
importance of both of these matters con- 
stitute ample assurance that they will 
get real study during the next 12 months 
and no one will be voting at Cleveland 
without having had an ample opportu- 
nity to study all aspects. 


Fluegelman Becomes President 


The slate of officers and trustees was 
the same that was published in THe 
NATIONAL UNDERWRITER last week, no 
nominations having been made from the 
floor. The officer nominees were all un- 
opposed: David B. Fluegelman, North- 
western Mutual, New York, president, 
to succeed C. E. Cleeton, Occidental 
Life, Los Angeles; John D. Marsh, Lin- 
coln National, Washington, D. C., vice- 
president; Robert C. Gilmore, Jr., Mu- 
tual Benefit Life, Bridgeport, Conn., 
secretary, and Osborne Bethea, Pruden- 
tial, New York, treasurer (reelected). 

As usual, it was a busy week for all 
hands, particularly the officers and trus- 
tees, who began their deliberations Sat- 
urday morning. Monday the committee 
meetings took place, followed by an- 
other meeting of the trustees. Tuesday 
the national council met in all-day ses- 

(CONTINUED ON PAGE 17) 
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Tax Men to Get 
Many Suggestions 


for Code Revisions 


WASHINGTON — Representatives 
of the life insurance industry have been 
preparing a report to the joint committee 
on internal revenue staff listing many 
suggestions for amendment of the in- 
ternal revenue code. 

The industry is preparing to “throw 
the book” at the committee’s staff head- 
ed by Colin F. Stam. At least its re- 
port is expected to be of “book-size,” 
covering many things the industry has 
asked for in the past, and has not gotten, 
and protests against taxation problems 
~ situations with which it has had to 

eal. 

Mr. Stam has asked other segments of 
the insurance industry to submit views 
and suggestions concerning code amend- 
ments. Implication may be that Con- 
gress committees contemplate a general 
revision of the internal revenue laws. 
However, for many years the talk has 
been, at intervals, that the committees 
were planning for such a revision “next 
year” or the year after. 

Every year, Congress has been faced 
with a mass of so-called “must” legis- 
lation, including revenue oftentimes, and 
either never finds time for a code revi- 
sion or perhaps has political reason for 
not undertaking one. Nearest thing to 
it in recent years was passage by the 
House of the Knutson revenue adminis- 
trative revision bill a few years ago, 
but which failed of Senate action. 





Last Ill. Mail Fraud Case 
Is Settled with Fines 


Final disposition has now been made 
of the mail fraud indictment that was 
voted in 1948 against Northern Trust 
Life of Aurora, Ill. Federal Judge Perry 
at Chicago on Tuesday allowed the 
company and two officials to plead no 
defense to the charges and then imposed 
fines which were $100 on the company, 
$1,000 on the president, Vaughn V. 
Moore, and $100 on the secretary, E. A. 
Wilmsen. 

Judge Perry said that he made the 
fines light because this is a mutual com- 
pany and that a heavy fine would have 
jeopardized dividends. Assistant U. S. 
Attorney Daniel P. Ward opposed this 
disposition of the case saying that 
Northern Trust “is still doing business 
today and the fraudulent contracts still 
exist.” He charged that Northern Trust 
rejects 87% of claims and the average 
benefit paid was only $34. 

Northern Trust was one of three IIli- 
nois companies that was indicted in 
1948. In 1950, Arcadia National was 
found guilty and was fined $10,000 and 
the president was sent to prison for 
three years, and an agent got 18 months. 
The case against Westminster Life was 
dropped. 


McCormack Seeks Tenn. Post 


NASHVILLE —James M. McCor- 
mack, former Tennessee commissioner 
for 11 years, who has recently been an 
examiner for the Florida department, 
was in Nashville last week and is re- 
ported to have discussed his possible 
reappointment to that position in Jan- 
uary when Frank Clements takes office 
as governor. 

However, there are rumors here that 
the former commissioner has strong 
opposition for the appointment in W. O. 
Hake of Nashville, former state employ- 
ment commissioner under Gov. McCord. 
It is considered certain that Commis- 
sioner Allen will not continue in office. 
For one thing his health will probably 
prompt his return to his local agency 
at Newport. 








The Godine agency for Continental 
American Life at Washington, D. C., 
has moved to new offices there at 3520 
Connecticut avenue. 


EDITORS NO LONGER SHY AWAY 





Abundance of Magazine Articles on Life 
Insurance Subjects Is No Illusion 


If you think you’ve been seeing an 
unusual number of newspaper and maga- 
zine articles on life insurance subjects 
in recent months, you’re right. In the 
past 12 months there has been a marked 
rise of interest on the part of editors 
and writers who have been impressed 
with the story possibilities of life in- 
surance and its associated activities. 

Some of the articles that have ap- 
peared most recently were in Good 
Housekeeping’s “World Champion In- 
surance Policy’; Cosmopolitan’s “When 
Disaster Strikes”; Collier’s “Insurance 
Companies: What Do They Do With 
All That Money?”; Medical Economics, 
“How to Buy Life Insurance”; Living 
for Young Homemaker’s “Investing for 
a Secure Future.” 


Institute on the Job 


The press division of the Institute of 
Life Insurance, headed by Dudley Mar- 
tin, and his predecessors, one of whom 
is Donald F. Barnes, now director of 
advertising and promotion, has been a 
major factor in the production of these 
articles. The institute has been in- 
strumental in bringing about the pub- 
lication of a number of insurance articles 
which have appeared in popular pub- 
lications. 

Also, the publication of one good 
article can start a minor wave of 
similar pieces. When one magazine runs 
an insurance article that boosts circula- 
tion and brings in congratulatory let- 
ters to the editor, other magazine editors 
and writers are likely to pick up the 
idea and develop their own insurance 
stories. For example, the New York 


Times ran an article last December. 
This was the inspiration for an expanded 


version of a similar idea, though 
handled somewhat differently, and at 
greater length, that ran in Collier’s a 
few weeks ago. 

For the last 13 years the institute 
has been doing spade-work that was 
accelerated three years ago by the 
creation of a special press division. That 
editors now look on life insurance as 
a subject of general reader interest 
rather than some to be relegated to the 
financial pages of a newspaper can be 
regarded as the payoff for the institute’s 
long years of effort. 

A big factor is that the slant which 
is advocated by the intitute has been 
followed in the writing of such articles. 
They are written in the language of 
the layman and tie the subject in with 
the reader’s everyday interests. Maybe 
an article is about investments, for 
example. Yet the article is not written 
specifically about investments because 
the reading public in general regards 
investments as complex and dull. 

The term “investment” implies large 
capital, and the typical reader doesn’t 
consider himself someone who could 
make such an investment. But put into 
the reader’s language, investment is 
shown to be an important part of the 
individual’s life and of the economic 
life of the country as a whole. So the 
reader is no longer repelled by the use 
of a term he thinks requires years of 
study to understand. 

The program of the institute stresses 
the social side of the insurance business 
in terms meaningful to the public. Social 
benefits with which the public is closely 
associated are discussed in what Mr. 
Martin calls “living terms.” Articles that 

(CONTINUED ON PAGE 17) 
















Better Than Ever 


The 1952 August Avalanche of Applications of Com- 
monwealth’s Ordinary Agency Department established 


new records on all fronts . . 


. and excelled by 19.5% 


the previous best campaign month. 


Special recognition is due Manager Don Cawthorne 
whose West Kentucky branch, with headquarters in 
Owensboro, Kentucky, submitted the highest agency 


volume; J. Orville Groff, Dayton, Ohio, for the greatest 
number of submitted applications; and Wilson L. Gunn, 
Paducah, Kentucky, for the largest individual submitted 
volume. 


INSURANCE IN FORCE, August 1 — $576,494,950 
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Expect Increase in 
Non-Medical Life 
Policies This Year 


More than 5 million ordinary policies 
will probably be purchased this year 
on a non-medical basis, representing 
nearly $6 billion in protection, accord. 
ing to Institute of Life Insurance, Pur. 
aay since 1947 totaled over $20 bil. 
ion. 

Only 10 years ago, non-medical pol- 
icies totaled 1,300,000. The practice be. 


where the service of examiners was dif. 
ficult to obtain. 


Age Limits, Amounts Broadened 


At first not over $1,000 was written 
and only to persons between 20 and 45, 
Satisfactory experience and _ increased 


need broadened the age limits and ex- | 


tended the amounts in most companies 
to at least $5,000, and in a few com- 
panies to $10,000. 

Over the years, non-medical policies 
have shown about the same mortality. 
and-expense rations as medical policies, 

Currently, over half of all new ordi 


nary policies are issued on a non-medical { 


basis, compared with one-third in 1942, 
As these policies are limted in size, 
the amount of protection covered by the 
non-medical unit is proportionately 
smaller. About one-third of the amount 
of ordinary purchased is non-medical 
today, compared with 17% in 1942. 





Actuaries Plan Meet to 
Discuss Business Machines 


Society of Actuaries will sponsor a 
special meeting at New York City Sept, 
25, arranged by its committee on new 
recording means and computing devices. 

Malvin E. Davis, vice-president and 
actuary of Metropolitan Life, committee 
chairman, said the committee has been 
following developments in the field of 
electronic calculators for the last four 
years. Direct application to life insur- 
ance operations will apparently be prac- 
tical within a few years, so information 
will be made available to the insurance 
industry in greater detail than has been 
done heretofore. 


Report on Developments 


The meeting will consist of a report 
on the current stage of development of 
such equipment from the businessman’s 
rather than the engineer’s viewpoint, an 
illustration of how it might be applied 
profitably to life insurance office opera- 
tions. Attendance is not limited to actu- 
aries. 


Royal Arcanum Has Jubilee 


Royal Arcanum at its diamond jubilee 
convention in Swampscott, Mass., au- 
thorized a new contract and after long 
and vigorous debate voted to continue 
not to admit women. 

New officers are: Regent, Edward E. 
Sedgley, Philadelphia; vice-regent, A. 
John Plonski, Rutherford, N. J.; orator, 
Peter P. Stermer, Chicago; sitting past 
regent, William Ennis, Chicago; gen- 
eral counsel, Edmond A. Knoeppel, 
Bronxville, N. Y.; auditor, Herbert W. 
Johnson, Omaha; secretary, Herbert F. 
Hotchkiss, Boston; treasurer, William 
H. Zook, Denver; chaplain, Fred Meyer, 
Bronx, N. Y.; guide, J. P. Masse, Mon- 
treal; warden, James S. Hinkley, Read- 
ing, Pa.; sentry, Albin E. Melin, Yakima. 

The new policy will be issued for 4 
minimum of $2,000. After 20 years pay: 
ment is reduced, and the policy is pa! 
up at 65. , 

The convention was held at the birth 
place of Royal Arcanum. 


McCreary Succeeds Persall 


C. D. McCreary has been appointed 
supreme treasurer of Independent Order 
of Foresters to succeed the late G. A 
Persall. 











Septemb 


= 


CONFE 
Hos} 
Bene 
in Fe 


Individ 
have sho 
in benefi 
the last 
1951 ee 
roup he 
fucted b. 


gan about 1922 in Canada to facilitate | of Heal 


the writing of insurance in remote areas | 


Conferen 
“best se 
conferen¢ 
present | 


- conducte 


1948, an¢ 
as was < 
issued in 
In add 
tical info 
der, Wo 
the hosp 
ticipating 
ions as t 
and fam 
business. 
It was 
chief cau 
also univ 
zation of 
expensive 
an impo! 
problem. 
“Some 
of provid 
fits will 
to keep 
within r 
states. “ 
not subse 
majority 
written 7 
such bene 
quarters 
protectior 
cern. In 
that the e 
‘major m 
vide an ¢ 
may be ; 
provision 
rising co 
clause wo 
in the eve 


Reactions 


“There 
to the ext 
depressiot 
would be 
weekly in 
during th 
this woul 
public has 
ing hospi 
hospital ¢ 
years. Su 
cial dange 
sion since 
comparab] 
demnity p 
would ter 
would for 

The su 
daily hosp 
pared to 
in 1941, ' 
pital confi 
cies has a 
policies in 
Toom ben 
pared wit! 
vey. In 1! 
Policies p: 
days. Apy 
panies rep 
writing p 
miscellane 
as compar 
in the 19-¢ 
of the co: 
spect, the 
age misce 
12 times t 
Parison to 
fit in 1948 

Substant 
een made 





ar 


Policies 
is year 
esenting 
accord. 
ce. Pur. 
$20 bil- 


cal pol- 
tice be. 


acilitate | 
te areas © 


was dif. 


written | 
and 45, | 


creased 
ind ex- 
n panies 
Vv com: 


policies 


rtality- | 
rolicies, | 


v Ordi- 


isor a 
r Sept. 
n new 
evices. 
it and 
mittee 
; been 
eld of 
t four 
insur- 
prac- 
nation 
irance 
; been 


report 
ont of 
man’s 
nt, an 
pplied 
ypera- 

actu- 


lee 
ibilee 
» aur 
long 
tinue 


rd E. 








September 12, 1952 





——————— 


CONFERENCE SURVEY 
Hospital Policy 
Benefits Increased 
in Four Years 


Individual hospital insurance policies 
have shown a remarkable improvement 
in benefits and policy provisions during 
the last four years, according to the 
1951 survey of individual and family 
group hospital insurance coverage con- 
ducted by hospital insurance committee 





of Health & Accident Underwriters 
Conference. The survey covers the 
“best selling” hospital policy of 101 


conference companies. It also compares 
present policies with a similar survey 
conducted by the hospital committee in 
1948, and with such other information 
as was available from hospital policies 
issued in 1940. : 

In addition to supplying the statis- 
tical information requested, D. R. Hod- 
der, Woodmen Accident, chairman of 
the hospital committee, asked the par- 
ticipating companies to state their opin- 
jons as to the future of the individual 
and family group hospital insurance 
business. 

It was agreed that inflation is the 
chief cause of high loss ratios. It was 
also universally felt that increased utili- 
zation of hospital facilities and the more 
expensive medical care treatments have 
an important bearing on the general 
problem. 

“Some insurers fear that the system 
of providing unallocated expense bene- 
fits will necessarily become too costly 
to keep hospital insurance premiums 
within reasonable limits,” the report 
states. “Most, however, apparently do 
not subscribe to this view, for the great 
majority of policies are presently being 
written without specifically allocating 
such benefits. There is a belief in some 
quarters that the demand for broader 
protection is of greater immediate con- 
cern. In addition, there is a possibility 
that the experimentation in the so-called 
‘major medical expense’ field may pro- 
vide an eventual answer, in that there 
may be a move to use a coinsurance 
provision as a protective device against 
rising costs and overusage. Such a 
clause would be of particular importance 
in the event of a depression. 


Reactions to Depression 


“There was a diversity of opinion as 
to the expected general effect of a future 
depression. Many felt the reaction 
would be severe in the manner that 
weekly indemnity policies were affected 
during the early 1930s. Some thought 
this would be significant because the 
public has become accustomed to utiliz- 
ing hospital insurance for payment of 
hospital expenses during the past few 
years. Surprisingly, others saw no spe- 
cial danger to the business in a depres- 
sion since there was no moral hazard 
comparable to that in the weekly in- 
demnity policy. They felt that expenses 
would tend to reduce and that people 
would forego minor hospital treatment.” 

The survey shows that the average 
daily hospital room benefit is $7.50, com- 
pared to $4.50 daily room benefit sold 
in 1941. The number of days for hos- 
pital confinement covered by the poli- 
cies has also increased, and 60% of the 
Policies in the 1951 survey provide daily 
toom benefits for 90-100 days, as com- 
pared with only 30% in the 1948 sur- 
vey. In 1941 approximately 50% of the 
policies provided room benefits for 30 
days. Approximately 74% of the com- 
panies reporting in the 1951 survey were 
writing policies providing unallocated 
miscellaneous hospital expense benefits, 
as compared to 57% of the companies 
in the 1948 survey and less than 25% 
of the companies in 1941. In this re- 
spect, the 1951 report shows the aver- 
age miscellaneous expense benefit was 
12 times the daily room benefit in com- 
Parison to 6 times the daily room bene- 
fit in 1948. 

Substantial benefit increases have 
been made for such hospital services as 
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drugs, dressings, and operating room as 


compared to policies written in 1948. 

Waiting periods for sickness have 
also been reduced. In 1951 the average 
was 21 days, as compared to 24 days 
in 1948. Further indication of this trend 
is shown in the number of policies con- 
taining no blanket waiting period for 
sickness, which increased to 14 policies 
in 1951 compared to 10 in 1948. 

Nearly 85% of the policies reported 
in the 1951 survey contained grace 
periods, as compared with 70% of the 
policies reported in 1948. 

“Many companies have been zealous 
in their willingness to prove industry’s 


ability to provide the public with sound 
protection. The industry is aware that 
keen competition and public acceptance 
of the product have greatly improved 
present day policies over their prede- 
cessors,” Mr. Hodder commented. 





Adrian Fisch Is Named 
Mutual's Agent of the Year 


Adrian Fisch, Fairmont, Minn., agent 
of Mutual Life, has been recognized as 
the company’s field underwriter of the 
year. 

The award was made at a gathering of 


home office officials and outstanding 
agents who attended a business and edu- 
cational conference at Bretton Woods, 
N. H., to discuss company operations 
and new plans for increasing service to 
policyholders. 





Plans “Election” Campaign 


Taking a cue from the national Presi- 
dential election to be held in November, 
Equitable Life of Iowa has launched a 
five-week “He’s Our Boy, The People’s 
Choice” campaign built around the elec- 
tion of each general agent by his agency 
through “votes” of paid-for applications. 
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Extend to The American College of Life Underwriters 
SILVER ANNIVERSARY CONGRATULATIONS 
and best wishes for continued, unlimited success. 


John B. Abrahms ............. Hartford Ernest H. Mayeux ............. Houston 
Eipewy J. AD cock cc ccccsccsces Detroit Walter R. McClure .........Indianapolis 
Joseph W. Austin ............ Cincinnati nr Toledo 
W. Allen Beam ............... Cleveland John S. McKenzie .......... Philadelphia 
Fred W. Banfield. ...... Home Office Rep. Donald G. Mix ............. Home Office 
Pag . Bethea Sar wt ee W Atlanta Edmund J. Moore ............++- Albany 
wc ie yp: 5: aia nk G. Harold Moore ............ Pittsburgh 
Gregory M. Chorlian.......... New York C. Nel peg ets: 
Harry M. Corbett, Jr.......... Pittsburgh Rockwood C. Nelson......... gst 
Donald E. Cowgill............... Dayton J. A. Otto 2... cece eee cece ees Chicago 
Harold W. Dougher AO eee Los Angeles Allen S. Ozburn ............ Kansas City 
Charles W. Earnshaw....... Home Office Hollis Rogers ...........+++++- Memphis 
Bradford D. Finch .......... Minneapolis Oscar S. Rome ................ Chicago 
John R. Fitzpatrick.......... Home Office Bernard S. Rosen ..........++++ Denver 
Einar A. Frandsen .............. Detroit C. Robert Schar .............. Pittsburgh 
Alice M. Good (Cashier)...... Cincinnati Leslie R. Schauffler............. Chicago 
Ross M. Halgren ........... Indianapolis Charles H. Sims ............. Greensboro 
Philip Hamburg ................ Boston George Paul Smith.......... Home Office 
Charles F. Hanson ............ Houston Walter Strauss .............. .New York 
Irwin Hertzman .............. Louisville Roy E. Stringer.................. Detroit 
ee Washington Stuart R. Strong.......... Portland, Ore. 
William T. Kieffer ............. St. Louis Richard F. Wagner.............. Boston 
2 eee New York ee a hd, eee ee St. Louis 
William B. Laney ............... Seattle Harold P. Willett ................ Boston 
Leon Lawhead ............. Indianapolis John W. Wood ...............-. Newark 
Barney T. Matteson ........ San Antonio Gerald H. Young ............. New York 
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Bend Trend Among Small Rividaaiennss 
Toward Setting Up Pension Trusts 





Increasing numbers of small businesses 
are establishing pension trusts, accord- 
ing to Mary A. Norton, supervisor of 
the pension business department of New 
England Mutual. More than 2% times 
as many plans have been begun during 
the first six months of 1952 as com- 
pared with the same period of 1951. 

The ground is prepared for the es- 
tablishment of a pension plan when a 
company realizes that it does not need 
the balance sheet of a large corpora- 
tion before it can institute the plan, 
and when it has been established that the 
concern is capable of such a fixed com- 
mitment. Miss Norton says after that 
it becomes a case of outlining the need 
for a pension plan to the company ex- 
ecutives. When a pension plan_ has 
been established, Miss Norton believes 
the company has indicated a confidence 
in its own future. 

Defines Small Firm 

Her definition of a small concern is 
one employing 50 or fewer persons, ex- 
plaining that this figure was chosen be- 
cause nearly 75% of the pension plans 


for 1952 fell within this group. Selec- 
tion of a random sample of the firms in 
this category provided the data for 
Miss Norton’s chart, which accom- 
panies this article. 

It has been the 
England Mutual, 


experience of New 
she reports, that it 
is better for an agent “not to attempt 
to concentrate on the pension field.” 
Rather, she says, the agent should be 
prepared for an opportunity to advance 
the pension plan to an executive or com- 
pany owner to whom he has already 
sold insurance. Furthermore, Miss Nor- 
ton says that “unless the case is very 
small, the agent will do well to call in 
a pension expert to guide him through 
his first case.” 


Miss Norton value of 


mentions the 
a satisfied customer, when she com- 
ments on the possibility that he may 
recommend a pension plan to his busi- 
ness associates. Another source of busi- 
ness, she feels, is the local competi- 
tor(s) of a client who has established 
a pension plan. She says he will be 
more receptive to the establishment of 
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An era of increasing longevity makes it possible to offer 
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“‘life’’ coverage at the higher ages. The Manufacturers Life 


is prepared to extend the benefits of Life Insurance to appli- 
cants from this special group where coverage is needed for tax 
purposes or where there is a business insurance need. 
AVAILABLE UP TO AGE 75 
@ ordinary life 
@ 10 pay life 
@ 10 year endowment 


@ [Individual consideration will be given to applicants over 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


age 75. 

Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


Also licensed in the Dist. of Columbia, Arizona, Delaware, Idaho and Virginia. 


YOUR OWN COMPANY FIRST 
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Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 
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i client to an 


such a plan, which offers the employer 
“the advantage of a formal pension plan 
in competing for new personnel and 
holding present employes.” 

New England Mutual pension plans 
are funded by individual insurance poli- 
cies. The plans are either contributory 
or non-contributory. Miss Norton notes 
that a “much larger number of plans 
this year are being paid for entirely 
by the employer.” 

All types of businesses are represent- 


= 


England Mutual 


ed among the New 
concerns “lj 


clients. Manufacturing 
the way from paper to machinery’_ 
accounted for about one half. The 
greater portion of the other half of the 
pension plans covered banks, laundries, 
retail stores, contractors, auto dealers 
hospitals, and trade organizations. 

A breakdown of random_ sampling 
of pension trusts written by New Eng. 
land Mutual in 1952 on small business 
follows 
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Hotel supplies 12 4 Retirement income 190, 000 Salaried No 
Machine oe " 36,000 Allemployes No 
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Mutual Quads Avid 
for Agents’ Help 


Statement by Firm’s Head 
Shows Problem for Life 
Business Has Not Abated 


of mutual 





NEW YORK 
funds to get life agents to carry a 
sideline of investment company shares, 
a development mentioned as a problem 
at last spring’s meeting of the New York 
State Life Underwriters Assn., have not 
abated, an article in the financial sec- 
tion of the New York Journal of Com- 
merce indicates. 

The article quotes Chauncey L. Wad- 
dell, president of Waddell & Reed, as 
believing that life insurance and mutual 
fund shares are complementary and that 
life agents would do well to sell fund 
shares. He considers life insurance as 
the client’s first obligation, however. 


Replaces Waning Sales 


When the person reaches 40-45 years 
of age, Mr. Waddell says his life insur- 
ance program is nearly completed, and 
his interest in life insurance is waning. 
As this approaches the invesment pro- 
gram should be commenced. 

Both form a part of estate planning, 
and considering them as complementary 
as well as a part of estate planning gives 
impetus to the life agent’s entrance into 
the mutual fund field, said Mr. Waddell. 

By combining these two accounts, Mr. 
Waddell notes that the life insurance 
agent is able to assist his customer for 
a longer time. Rather than releasing his 
investment adviser when 
his interest in life insurance is paling, 
he can continue to assist him with his 


| estate planning. 


Two Prerequisites 


Mr. Waddell says there are two re- 
quirements to be met before a person 
is in a position to purchase mutual fund 


| shares. The purchaser must have, accord- 
| ing to fund sponsors, a reserve of cash 


or bonds he will not touch and life in- 
surance for the protection of his depend- 
ents. 
Another factor, according to Mr. Wad- 
dell, is that the periodic payment plan 
for both mutual fund shares and insur- 
ance can be scheduled so that when the 
“insurance program tapers downward, 
the investment program can correspond- 
ingly increase.” This fact, Mr. Waddell 
feels, has interested many agents in 
mutual fund shares. 

Since many life agents have come to 


| consider fund shares a part of estate 


| planning, 
| mutual funds have recognized the im- 


and since many sponsors of 








portance of life insurance in estate plan- 


ning, there is another dovetailing of the 
two fields. 


Agent Called Logical Seller 


With these in mind, Mr. Waddell con- 
cludes that the insurance agent, rather 


than face the loss of a client at the age § 


of 40-45, when their earning power has 
increase but their interest in insurance 


decreased, should take advantage of his F 


client's interest in investments. 

“The insurance man is logically the 
one to carry out the investment program, 
and he finds that he can do it easily 
through the medium of the mutual in- 
vestment fund,” Mr. Waddell states. 





Southland Has Combination! 


Operation in Southwest 


Southland Life has just begun weekly 
premium operations in the southwest 
and has opened the first combination 
district office 
John <A. Copeland and William E. 
Lawty, veteran combination men from 
Southland’s own ranks, will be in charge, 
Mr. Copeland as district manager and 
Mr. Lawty, superintendent. 

Southland Life has been actively en- 
gaged in weekly premium operations 
since it purchased Continental Life o! 
D. C. in 1950. At that time it acquired 
more than $158 million of weekly pre- 
mium insurance in force in addition to 
the ordinary business. Continental op- 
erated in North Carolina, Virginia, 
Maryland and District of Columbia and 
combination activities have been cot- 
fined to those areas, with headquarters 
at Washington. 





Adams California Actuary 


Sherwood Adams of Springfield, Mass. 
has been appointed actuary in the Cali- 
fornia department, following a_ recent 
civil service examination. 
headquarters at Los Angeles and wil 
devote himself to field work. 

He has been with Massachusetts Mu- 
tual in its actuarial department for his 
entire insurance career. He is a grad- 
uate of Norwich University, Montpelier, 
Vt., and of Life Insurance Management 


Institute. 
To Insurance Companies 


MANAGEMENT 
CONSULTANTS 
Established 1945 
P.O. Box 101 Queens Village, N. ¥. 
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Mus = years, will succeed Mr. Brantley as President W. E. Bixby’'s birthday. ; 1 
ns oa Dodson Reports Ohio chief deputy. , The apps accounted for $25,814,738 of Munn Goes With U.S. Life 
inery”— s « _Mr. Brantley is a graduate of Univer- production, the greatest volume and the United States Life has appointed 
i. The National Gains at sity of North Carolina. He joined the largest number of applications ever sub- Thomas J. Munn assistant superintend- 
ft of the <n in 1949 as assistant fire ac- —— to the company in any one single ent of agencies. 
sundries 7 uary. month. After ; Pe ea a +s 
i? | Builders Club Meet een August “te: tiditlobitty ohedived BY Takagi cee eee 
ik é ae P tg : ay =. 
ampling Ohio National Life has moved into K. C. Life August Sales Near Pag oN ay wang page Sg a po series of field and management positions, 
w Eng. the half-billion dollar, large company $26 Million, Honor Bixby duction this year broke all previous rec- Sit named — petite, sag on the ew 
business class, M. R. Dodson, executive vice-pres- ords when 630 apps representing $3,- ork metropolitan area in 1951, 
: ident, announced at the company’s Build- It required three birthday cakes in 447,497 of business were sent in. - amines 
ers Club convention at Colorado the lobby of the home office building to The August, 1950, production, at the Life & Casualty has appointed M. R. 
Springs. The convention drew a record accommodate the candles representing beginning of the Korean war, was the O’Bryant district manager at Kansas 
2 360 qualifiers. the 5,201 applications Kansas City Life previous high for one month. It was City. He had been assistant manager 
3 Mr. Dodson added that the company agents wrote during August in honor of exceeded by $587,755. there since 1947. 
2 can also expect a $50 million gain in in- eee 

= surance in force this year. Sais A ame Ree NE .s 

2 | He based his forecast on gains made \ y 

2} since 1950 when company figures show- : , 

—— ed $450 million in force. Since then in- 

No force figures have jumped $90 million 
es Yes to a total $540 million, a 20% gain. Mr. 

No Dodson said the increasing rate of gain 

No would double the size of the company 

No by 1960. 

> Large Company Designation «fe 

Yes Other encouraging gains, all con- er 

No tributing to the large company designa- 

a E. tion, were reported. New paid busi- 

No ness climbed from $24 million in 1941 i 
_—— to $85 million this year, a 250% increase. fi 
e pla | First-year persistencies have increased | 
of the § rom 78% in 1950 to 84%. This year’s 
. production is running 18% over 1951, ft 

while the company’s termination rate 
is lower -_ last year, and also below i 
: the national average. 
ol oe At the same time, assets have in- | 7 
the age creased to $124 million over the $108 | t 
ver ae million recorded in 1950, a 15% gain. | i 
uraie Outstanding stock has been retired by | 
of fe one-third since 1948, with the mutualiza- | | 
tion program proceeding according to | 
ly the Plan. In the meantime, he said, the com- I 
ogram pany is operating as nearly as possible eat i 
easily | @8,if it_was fully mutualized. Start now buildin 
ual ie Mr. Dodson emphasized that the cur- { 
me rent rate of growth is being achieved 
ii without group coverages and large pen- i 
ss sion cases, and in spite of increased | 
ation! {federal taxation. Company taxes this | 
year will almost double those in 1951. | | 
weit Discusses Policy Changes I 
thwest Following his financial picture, Mr. | . | 
ination Dodson brought the delegates to date | 10 ita e gency B , with these 
Dallas.{ on policy revisions and additions. | I 
m EF He announced a $2,000 minimum pol- | 
~ from icy will replace the $30 minimum a 
harge, premium rule on ordinary paid at 65; 10, seal ADVANTAGES | 
rand 15, 20, and 30-pay life; endwomnet at | 
65, and 10, 15, 25, and 30-year endow- e I 
ly en-— ments. A new ordinary ‘life plan will re- a : OUR Contd 
-ations quire a minimum $2,500, and a new re- : i 
ife of ao income, $1,500. i 
uired e company is also adding a ordi- ; 
: pre- nary paid at 85 which may be written PLUS Expense-Free Compensation | 
a down to $1,000, and which will also ” Compensation plan is separate from expense. Over- 5 
al op- | be the new basic policy for its home writings — Ist year and renewal — are yours! 
rginia, | protection combination. Producers can PLU Vested Overwriting Renewals i 
ia and also use a new 20-pay endowment at Easy-to-attain qualifications entitle you to your re- t 
| con | 85 a. an than $2,000, 20-pay life newals whether you live, die or quit. : 
larters is applied for. 3 
It was also pointed out that gross PLU. $10,000 Preferred Risk Contract , i 
“ieiiins: dm teces will he coduaed ous Competitive net cost. Attracts many new clients. 
$1 at the lower ages to a few cents at P New Income Protection Rider 3 
ry = higher ages. A new dividend scale Complete. Adjusted to every need. i 
i 1s being published for these plans. Pp New Brokerage Contract 5 
recent Maturity Value Increases For life men. Top commissions, plus 1st year exe 7 
| have In: oth , : et pense allowance and fully vested renewals. 
v other changes, all retirement plans . . 
1 will | are being revised to effect upwards of PLUS Result-proved Direct Mail I 
20% increases in maturaity values and . . . and other unique sales plans, Make even new I 
s Mu} improvement in net costs. Accidental agents immediate producers! 
“= pre gaa will be extended from age 
ey YY to 65. ' 
pelier, _Mr. Dodson concluded that the re- ie aS TAKE THIS STEP FORWARD TODAY i 
ement | vision of dividend schedules, allowing aa i | 
smaller plans to pay their own way, 5 If you’ve had successful life insurance experience t 
piss cnable the company to make I and are 28 to 50, write for full details on our ' 
Plans more competitive. | Prosperity Contract. Your reply will be held in ' 
e 
} New N. C. Chief Deputy TERRITORIES OPEN: : en A ; 
Ric ; in these states | Russell S. Moore, Manager of Agencies i 
chard S. Brantley, for the past tunities are open in 
—j} vear chief deputy insurance commis- Agency OPP nh on Ty pees es oe et se ek eee all 
+4 sioner of North Carolina, has resigned North Carolina Michigan 
effective Oct. 1 to become assistant to Ohio 7 IMlinois 
De to, Cote ee rene Pennsylvania Tennes” lowa The MIDLAND MUTUAL li Inswranee Gy 
: ar reas 
Neents, olina Assn. of Insurance ew Jersey. pes Colifornia (7) 
Charles A. Hostetler, a graduate of West Virginia P 
WY] Wake Forest College,’ who has been 250 E. Broad Street, Columbus 16, Ohio 
——f Practicing law at Raeford for three 
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PR Job Gets Credit for 
Keeping Tenants Happy 


NEW YORK—New York Life’s pub- 
lic relations program, which is largely 
credited with keeping the tenants of the 
company’s three housing projects glad 
they moved in, is praised as a_blue- 
print for other companies in the Sept. 
5 issue of Tide, news magazine of sales 
and advertising. : 

The magazine’s cover features a pic- 
ture of Vice-president Otto L. Nelson, 
Jr., Assistant Vice-president A. H. 
Thiemann, and Allen M. Bailey, the 
three men connected with the program. 
The illustrated article runs three pages 

Mr. Nelson credits the public rela- 
tions program with the lion’s share of 
the success of the projects. One hundred 
percent occupancy and rent increases 
accepted without fuss are cited as proof 
of the program’s success. He feels that 
the city of Chicago’s request that New 
York Life cooperate in its slum clear- 
ance project is another indication of 


success. 

In Chicago, New York Life will build 
Lake Meadows, a non-segregated de- 
velopment catering to Negroes. Located 
on the South Side, it will occupy a site 


in one of the worst slum areas. The 
project is aimed at the middle income 
Negro market and the company will 


maintain its standards and procedures in 
tenant selection. 

Three things are embraced in the pub- 
lic relations program. First the pre- 
rental campaign, then tenant relations 
and finally, there is the program de- 
signed to assist the merchants located 
within the project. 

Aimed at Different Clienteles 

Each of New York Life’s projects is 
aimed at a different clientele. Stan- 
worth, near Princeton, N. J., caters to 
a college professor community; Fresh 
Meadows in Queens, N. Y., is for mid- 





ANTIDOTE 
FOR UNCERTAINTY 


How is a 45-year-old man to know his 
needs 20 years from now—for sure? 


Will a lifetime income, with insurance pro- 
tection in the interim, fill the bill then? 
Or will he arrive at age 65 still needing life 
insurance? And will his capacity to pay 
premiums meanwhile vary? 

You can’t answer these questions now. But 
you can meet these later needs with our new 
Multiple Benefit Savings Plan. 

Flexible maturity choices permit the insured 
to mature it as an endowment, or continue 
it as insurance. And the reducible premium 
feature meanwhile assures the owner's 
ability to keep it in force. 


“4 Star in the West..."*% ° 


“WE PAY AGENTS LIFETIME RENEWALS ... THEY LAST AS LONG AS YOU DO” 
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dle income ex-G.I. families; Manhattan 
sie i vaine reat ANNounce General 


House, located in 
estate section of Manhattan, is for well- 
to-do families. 

With such a variety of tenants, the 
public relations program for each project 
must, of course, be different. The com- 
pany has carefully studied its problem 
and directed its efforts along the line 
most likely to please the tenants and to 
gain their cooperation. 

It begins with the renting of the 
units. For Manhattan House a care- 
fully selected list of prospects was can- 
vassed with appropriate literature. The 
result was 100% rental in this handsome 
project. 


SERVICE CONTINUES 


After the tenants have moved in, the 
program continues to supply them with 
information and service designed to add 
to the comfort and enjoyment of their 
new home. Handsome change of address 
cards are given to all new tenants so 
that they can inform their friends of 
their new address. 

A friendly news letter accompanies 
the rent bill each month, covering a 
variety of topics. Each is written for 
the tenant of the project, a more 
sophisticated one being sent to the 
tenants of Manhattan House, a more 
chatty one to the tenants of Fresh 
Meadows. 


Bulletins Cover Gripes 


“Gripes” are covered in carefully pre- 
pared flash bulletins, bearing the signa- 
ture of the resident manager. The topic 
covered is carefully explained and the 
tenants are courteously requested to co- 
operate in removing the gripe. When 
trouble arises, the company is quick 
to respond with a program to alleviate 
the condition. Nothing is allowed to 
continue if it disturbs the equanimity of 
the tenants. 

Within the Fresh Meadows project 
there is a large shopping center, some 
of the businesses being operated by 
New York Life, some by tenants. In 
order that all might have the advantage 
of large sales, a promotional campaign 
was begun to entice non-tenant cus- 
tomers from surrounding neighborhoods 
into the project’s shops. 


Everyone Is Benefited 


Under the arrangement with its busi- 
ness tenants, it was to the company’s 
advantage as well as the tenants to do 
this, because the company receives a 
guaranteed annual minimum and a per- 
centage of gross sales above the mini- 
mum. 

Billboards were placed on conspicuous 
sites as the opening gun of the cam- 
paign. Formation of the Fresh Meadows 
Merchants Assn., which sponsored a big 
Christmastime promotion job, was next. 
This paid off big dividends for the mer- 
chants. A tabloid-size newspaper with 
irregular publishing dates was begun. 








Session Speakers 
for A.L.C. Meeting 


Speakers have been lined up for the 
general sessions of the annual meeting 
of American Life Convention at the 
Edgewater Beach hotel, Chicago, Oct, 
7-10. 

The first general session will open 
with the presidential address by Frazar 
B. Wilde, president of Connecticut Gen- 
eral Life. Following there will be talks 
by Dr. Charles A. Thomas, president of 
Monsanto Chemical Co.; Commissioner 
Wade O. Martin, Jr., of Louisiana, pres. 
ident of National Assn. of Insurance 
Commissioners; Walter E. Spahr, pro. 
fessor of economics, New York Uni- 
versity; Max Freedman, Ottawa cor- 
respondent of Winnipeg Free Press; Dr, 
Gainber F. Tegtmeyer, medical director 
of Northwestern Mutual Life; Allen B, 
Kline, president of American Farm By- 
reau Federation, Chicago; Louis J, 
Taber, president of Farmers & Traders 
Life, and Laurence F. Lee, president of 
Occidental Life of North Carolina and 
Peninsular Life, and president of the 
U. S. Chamber of Commerce. 


Life of Ala. Is Formed 


Life Ins. Co. of Alabama has been 
formed, with headquarters in the Amer- 
ican Nationai Bank building, Gadsden, 
Capital is $130,000 and surplus, $65,000. 
C. W. Daugett, Jr., is president, 


Reinsures Capitol Aid, Del. 


Pennsylvania Life, H. & A. has re- 
insured the weekly premium business of 
Capitol Aid of Delaware. 

The business is being serviced through 
the company’s office at Wilmington, Del. 


CREDIT LIFE 
MANAGER 


A well financed casualty com- 











pany is planning on entering 
the credit life field and wants 
a man to organize and man- 
age the department. Salary 
to $15,000. 

FERGASON PERSONNEL 


330 S. Wells Street, Chicago 6, Illinois 
HArrison 7-9040 

















NEEDED MORE HELP 





As the program for the stores grew, 
outside help was necessary. Fulweiler, 
Slaughter & Pyne, Inc., New York mer- 
chandising experts, were brought in. A 
full-time paid secretary, Miss M. J. 
Woolfenden, was employed. Miss Wool- 
fenden runs the shopping center pro- 
motions program and is responsible for 
the newspaper. The insurance company 
and the merchants’ association share the 
expenses. 

Continuing efforts to keep the shop- 
ping center before the public have re- 
sulted in several interesting programs. 
These efforts are needed because Fresh 
Meadows has brought new business to 
the surrounding area, which was un- 
developed when the project was begun. 

The Queens Auto Dealers Assn. co- 
operated in staging an auto show. Non- 
project auto dealers participated. The 
12 dealers held their show on Flag Day 
with 40 cars displayed on the parking 
lot. Within record time, 10 cars were 








(CONTINUED ON PAGE 17) 


Eligible For Life Insurance 
Company Investment Under 
the Laws of the State of Texas 


BROADWAY PLAN BONDS 


SAFE 
SOUND 
5°0 INTEREST 
PAYABLE 
SEMIANNUALLY 


16 YEARS EXPERIENCE 
OVER 300 CHURCHES 
NEVER A DEFAULT 


HELP BUILD Churches NOW 
BROADWAY PtAN 
419 San Jacinto Bldg 
HOUSTON, TEXAS 
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SEC Releases 
Study on Privately 


Placed Securities 


WASHINGTON — “Privately Placed 
Securities—Cost of Flotation” is the 
title of a report of the securities and 
exchange commission, which touches in 
many places on life insurance company 
operations in this connection. This sub- 
‘ect has been under investigation in 
which hearings were held by a House 
subcommittee several months ago. The 
figures presented in the report cover 
costs for over 1,800 issues sold privately 
in 1947, “49 and 750. 

During 1935-44, $5.6 billion securities 
were sold privately, the largest amount 
in any one year being $800 millions in 
1941. Beginning with 1945 private financ- 
ing grew rapidly, beginning with $1 
billion that year up to $3.4 billion in 
1951, the total for the six years being 
$16 million. 

Life companies in 1947 purchased 
93% of private placements; 1949, 90.5%; 
1950, 83.49%. 

“The demand for corporate debt se- 
curities was generated by life insur- 
ance companies,” the report says, “‘be- 
cause of the substantial accumulation of 
funds by these companies, the necessity 
for investing these large funds, and the 
restrictions on life insurance company 
investments. 


Growth of Assets 


‘In the post-war period, 1945-1951, 
life insurance company assets increased 
over $23 billion and at the end of 1951 
they amounted to approximately $68 
billion. Of the post-war increase in as- 
sets, $17 billion was expansion in the 
holdings of corporate securities with the 
greatest part of this expansion in the 
form of privately-placed securities. 

“Life insurance company assets are 
currently growing at the rate of over 
$4 billion per year. This growth re- 
flects the continuation of individuals’ 
saving in this form in the post-war 
period even though other forms of in- 
dividuals’ saving were curtailed up un- 
til 1951. Investment in insurance has 
been the most substantial single form 
of individual saving in the post-war 
period.” 

The report says no attempt is made 
in the SEC study to draw over-all com- 
parisons between interest and dividend 
rates obtainable by corporate issuers 
through public or private offerings. 

“Another question,” it adds, “is what 
will be the effect of the inability of 
small investors, including small insur- 
ance companies and banks, to obtain a 
share of new security offerings.” 

Within specified limitations, the re- 
port summary says “it appears that there 
were definite savings in initial costs of 
flotation through selling issues private- 
ly.” The report discusses various costs 
legal, finders’, 
ete., and contains a number of tables and 
charts. Legal fees are found to have 
been “most important item of ex- 





pense. . . 


Perjury Prosecution Hinted 


WASHINGTON — The Senate in- 
ternal security subcommittee has asked 


the Department of Justice to consider 


perjury prosecution of officers of the 
Distributive, Processing & Office Work- 
ets of America who signed anti-Com- 
munist affidavits. DPOWA is a catch- 
all union unaffiliated with any major 
labor organization. It is composed of 
United Office & Professional Workers 
of America, which formerly represented 
certain groups of insurance agents in 








Twelve members of the Earl C. Jordan 
agency of Massachusetts Mutual Life at 
hicago were treated to a_ three-day 
stay at Nippersink Manor Lodge, Genoa 
ity, Wis., as the result of a July- 
August campaign. The agency for the 
first eight months of 1952 showed a 
gain of $2,157,408 over the correspond- 
mg period a year earlier. 
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collective bargaining, and Food, Tobacco 
& Agricultural Workers of America — 
both expelled from the CIO about two 
years ago on grounds of Communist 
domination — and Distributive Workers 
Union. 





John W. Jones has been appointed 
agency assistant of the Ferrel M. Bean 
agency of John Hancock Mutual Life 
at Chicago. Mr. Jones, an army veteran, 
joined the company in 1947 at Oklahoma 
City and is a graduate of the Southern 


L.A.A. Adds Collier, Nairn, 
Harper to Speakers Roster 


Abram T. Collier, 2nd vice-president 
of John Hancock; A. Gordon Nairn, di- 
rector of agencies for Prudential, and 
Marion Harper, Jr., president of Mc- 
Cann Erickson, Inc., New York City, 
have been added to the speakers roster 
for the Life Advertisers Assn. meeting, 
Sept. 29-Oct. 1, at Montreal. 


Mr. Collier will discuss “Communi- 


Challenge to Life Insurance,’ and Mr. 
Harper will cover “The Challenge of 
Creative Thinking.” 





FSA Has “Book on Aging” 
WASHINGTON — Simultaneously 
with the meeting of the Gerontological 
Society here, federal security agency 
has released a “Fact Book on Aging.” 
Replete with charts and tables, it deals 
with many factors involved in the in- 


Methodist 
schools. 


University and L.I.A.M.A. 


cating the Ideal of a Creative Society”: 
Mr. Nairn will speak on “The Greatest 


crease of aged and aging persons in the 
United States. ; 




















Says Mrs. H. J. Schutza, Fort Worth Texas. 
Texans are well known for their ''tall ¢ales,'' but there 
is no exaggeration in the story of Henry's success and 
our happiness with The Minnesota Mutual Life Insur- 
ance Company. Our life has been a dream come true 
since Minnesota Mutual introduced me to Henry a few 
years ago. He called one evening to sell me the idea 
of saving money through life insurance, and in one 
year we were married. Now, five years later, we have 
achieved far more than we hardly dared hope for in 
our fondest visions. 
A law major at Baylor University Henry decided to 
try his hand at teaching and coaching. He soon be- 
came dissatisfied, however, and went to work for an 
aircraft company. Since he had always wanted to be 
in business for himself, he became interested in life 
insurance. It wasn't long after his change to Minnesota 
Mutual that he knew he had found what he wanted. 
The Company provides the best in sales tools and ma- 
terials, and selling with these aids brings a gratifying 
satisfaction to Henry. He is absolutely happy with 
Minnesota Mutual. He has always enjoyed meeting 
and talking with people, and through his many contacts 


1880 


ORGANIZED 
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we have acquired fine and true friends. The work in 
itself has been very satisfying and rewarding, but it is 
the association with the grand Minnesota Mutual fam- 
ily that adds the inspiration, enthusiasm, and happiness 
needed to bring the security we are all seeking. 

To me our security means more than anyone can im- 
agine. We own our own home, and our three J's— 
Jimmy, Judy, and Jerry can look forward to a secure 
future thanks to their father's success. We're happy 
in the knowledge that Henry is the only person who 
leaves home to work. | am free to stay with the chil- 
dren; to take care of them and provide for their needs 
and wants. | gratefully thank Minnesota Mutual for 
this opportunity. 

Our whole family looks toward the future with great 
anticipation and confidence. Of course, it is the won- 
derful Minnesota Mutual sales tools, especially the 
Mortgage Cancellation Plan and the Survivor's Se- 
curity Plan that has enabled Henry to achieve his suc- 
cess. Through them we've cut all fences to boundaries 
of future success. For the Schutzas from Texas there's 
no reason to tell ‘tall tales." Ours have all come true. 


continuing 





of this Company. 


Henry J. Schutza and the Minnesota Mutual joined forces 
in 1946. Last year he paid for $424,452 of business, 
showing an ever-increasing production volume. Henry has 
over a million of personally written business in force and 
is a member of the Company’s ‘‘M’’ Club for persistency. 
Like so many other Minnesota Mutualites he attributes his 
success to the Company’s exclusive sales tools. 


THE MINNESOTA MUTUAL 
INSURANCE COMPANY 
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| Agents succeed, 
| not by the number 
1 of things they 

1 know something 
1 about, but by the 
few things 

they do well. 
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Hartford ae 
Speculates on 
Randall Retirement 


The Hartford Courant late last week 
broke a speculation story on the retire- 
ment of Jesse W. Randall, president of 
Travelers, in the not too distant future. 
There had been rumors of the retirement 
for several weeks, obviously set going by 
move by the family to the Hueblein 
hotel. 

The Hartford Times did not pick up 
the story and officials at Travelers are 
not confirming or denying it. There has 
been no release on the subject from the 
Travelers news bureau. 

The general factual content of the 
Courant story seems to be correct, 
though the time of retirement is cons 
sidered highly speculative. Mr. 'Randall 
is past the “official” retirement age of 
65, but service beyond that age by top 
executives of the Travelers companies is 
not unusual. 

It is pointed out that retirement is a 
matter of board action, and that not 
until this occurs can there be an official 
announcement. This might not happen 
in a few months. If there were impor- 
tant developments that called especially 
for Mr. Randall’s attention, it might 
not happen for a couple of years. One 
guess is that it will be at least several 
months before Mr. Randall retires. 





S. E. Kansas Sales Congress 
Program Is Announced 


for the sales congress of 
Southeast Kansas Life Underwriters 
Assn. Oct. 9 at Independence with the 
Independence Association as ‘host has 
been announced. It includes Frank Sul- 
livan, Kansas commissioner; William 
Bowser, Equitable, Coffeyville; Virgil 
Howard, Mutual Life, Pittsburg; Ken- 
neth Fitch, New York Life million dol- 
lar producer, Wichita; Wylie Craig, 
Aetna Life general agent, Kansas City, 
with Donald W. Stewart, vice-president 


Program 


of Union Gas System, as luncheon 
speaker on “Responsibilities of the In- 
surance Agent to the Insured.” 


General agents and managers will 
hold a dinner meeting the se eve- 
ning with four headliners. D. Carter, 
National Life & Accident, W ichita, will 
discuss ‘What Does the Insurance Busi- 
ness Have to Offer the New Man as an 
Inducement, in Competition With Oth- 
er Business;”’ B. T. Embry, manager 
Equitable Society, Kansas City, “How 
3est Can We Maintain Morale of the 
Agent;” Pendleton A. Miller, New Eng- 
land Mutual, Topeka, “‘How Much Com- 
pany Training, Supervision, or Financial 
Help Is Necessary for the Success of 
the Average Agent,” and Bert A. 
Hedges, Business Men’s’ Assurance, 
Wichita, “Is Membership in the N. A. 
L. U. Advisable, Valuable, or Neces- 
sary to the General Agent, Manager or 
Agent?” Wylie Craig will preside. 

Representatives of the Independence 
association will visit the Parsons, Pitts- 
burg, Coffeyville and Chanute associa- 
tions at their September meetings in the 
interest of the sales congress. 





Utah Correction 


Contrary to statements made by 
Joshua B. Glasser, general agent for 
Continental Assurance, Chicago, in an 
article appearing in the July 18 issue 
of THE NATIONAL UNDERWRITER, the 
Utah insurance commission states that 
it does not approve coverage of de- 
pendents under group life policies. Mr. 
Glasser had included Utah among the 
states in which dependent’s group cov- 
erage can be written. 


90% Pass L.O.M.A. Exams 
Passing of 90% of examinations taken 
this year is the record made by home 
office staff members Pacific Mutual 
Life studying the courses of Life Office 
Management Association Institute. 
Studies for Court I students were con- 
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ducted nena last winter by F. §, 
Ockels, assistant actuary and an asso- 
ciate of the Society of Actuaries, and 

D. Dotts, manager of policy pay- 
ments and formerly methods analyst in 
the planning and co- -ordinating depart- 
ment. Guidance in arranging the study 
program was given by Wesley S. Bagby, 
administrative secretary of Pacific Mu- 
tual, a fellow of L.O.M.A. 


350 Hear Adams 
at K. C. Luncheon 


More than 350 members of the Kan- 
sas City insurance and general business 
community attended the annual “all- 
industry” luncheon Tuesday. 

Headline speaker was Claris Adams, 
president of Ohio State Life, who com- 
plimented Kansas City insurance people 
on their vision in establishing a_ chair 
of i insurance at the University of Kansas 
City. “This progeet is very dear to the 
heart of W. E. Bixby (Kansas City Life 
president), and he sowed the seed of 
this idea when the leaders of the Kansas 
City business community honored him 
on his election as president of the Amer- 
ican Life Convention,” Mr. Adams said. 

A primary problem of the insurance 
business today, he added, is manpower— 
we are just as good as the people who 
represent us. There is a real need for 
better educated insurance men. The 
teachers know how to teach us our busi- 
ness better than we know how to learn 
it ourselves, he continued, and that is 
the reason the university’s insurance 
training program is so vital. 


To Make K. C. Educational Center 


Director of the program, Dr. Ingolf 
H. E. Otto, gave his views on the op- 
portunities that lie in the establishment 
of the university’s insurance chair: The 
aim is to make Kansas City the third 
great insurance education center in the 
United States, he declared. 

The insurance courses to be offered at 
the university this fall include: 

Principles of insurance; parts A, B, 
C, and D of the C.L.U. courses; parts 
I through V of the C.P.C.U. courses; 
the Life Office Management Assn. In- 
stitute course; introduction to life in- 





surance; business management; business 
problems; insurance law courses in- 


cluding investigation and settlement of 
fire and inland marine losses; investiga- 
tion and settlement of casualty claims, 
and estate and gift taxation; claims ad- 
justing; law-medicine courses including a 
study of workmen’s compensation. 

A series of insurance institutes is be- 
ing planned for the winter season by the 
University and the Kansas City industry. 





Big Chicago Card Planned 


The play “Stardust” will be presented 
at a joint meeting of Chicago C.L.U 
chapter and Chicago Assn. of Life Un- 
derwriters, Sept. 24. 

Written by Laflin Jones, executive as- 
sistant of Northwestern Mutual Life, 
the play first was presented at the Mil- 
lion Dollar Round Table meeting at 
Bretton Woods in June. The original 
cast from the Shorewood Players at 
Milwaukee will appear in the presenta- 
tion. 

Before the play, there will be a re- 
ception for C.L.U.’s, and a talk by Wil- 
liam T. Earls, general agent for Mutual 
Benefit Life at Cincinnati, chairman of 
the Million Dollar Round Table, on 

“Business Insurance—Today’s Quickest 
Route to Million Dollar Production.” 


Richmond Honor District 


The Richmond district of Pilot Life 
has been awarded the honor district 
trophy for the best performance during 
the 1952 fiscal year. O. F. Stafford, com- 
pany president, presented the trophy to 
R. C. Porcello, Richmond district man- 
ager. 








E. L. Yeager, with Sun Life of Cana- 
da at Indianapolis for more than a year, 
has been appointed service supervisor 
there. 
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Institute Has New Booklets 
for High School Class Work 


NEW YORK—The Institute of Life where 200,000 of each of the new book- 


Insurance is meeting with an excellent 


response to its two new large scale dis- 
tribution publications designed for use 
in high schools. One of them is an 
32-page booklet printed in 
two colors and is titled “What Life In- 
surance Means.” It is for students en- 
rolled in ‘‘social studies,” the high 
school course which now encompasses 
such individual subjects as civics, geog- 
raphy, history, economics and family 
life. 

The other is “Moderns Make Money 
Behave,” a text prepared for young 
people who are enrolled in home living 
This book is 


geared to fit in with 11th and 12th 
grade courses. it begins with a sym- 
pathetic discussion of money problems 
the high school student faces, his allow- 


» ance, his earnings and his budget. From 


this the text then discusses the money 
problems faced by the family, with a 
fnal emphasis on planning for the fu- 
ture through life insurance. 


Background of Textbooks 


Asked by THE NATIONAL UNDER- 


| wriTER about the background of these 
| textbooks, Edward B. Burr, director of 
' the education division of the institute 
| said that these are the first under the 


new systematic program of providing 
material for students. In the past, the 
institute has developed material more or 
less as the need became apparent. How- 
ever, in the last few years the demand 
for such material has become so large 
that it seemed wise to get a greater 
degree of standardization of materials 
and reduce unit costs. The largest pre- 
vious press run was less than 30,000 
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V Large Commissions 
V Steady Renewals 
V Standard Policies 
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(rates and provisions competitive with 
every old line legal reserve life com- 
pany in the U. S.) 


V Special Policies 
{ (two of them, both 

sellers.) 
V Established Territories in 
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V Brand New Territories in 
Texas and Oklahoma 


V A Sound Company 


( 

) 

q 

{ National Equity Life has operated in 
the South for 28 years, and is now 

expanding into Texas and Oklahoma. 


2 This may mean unusual opportunities 
for you. 


Write today for full information. 


NATIONAL EQUITY 
} LIFE INS. CO. 


Little Rock, Arkansas 
C. E. LOWRY, President 
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lets were run off. 

Then, as another step in giving the 
new material more usefulness, it was 
decided to get the views of educational 
authorities on the sort of thing that 
would have the greatest appeal and 
have the greatest effectiveness with high 
school boys and girls. 

Surprisingly enough, what the edu- 
cators’ advisory committee suggested 
was very close to what the institute’s 
educational staff would have wanted to 
include anyway. 


Aided by Teachers’ Committees 


“What Life Insurance Means” was 
written and planned with the help of a 
committee of social studies teachers 
headed by Dr. W. Linwood Chase, pro- 
fessor of education at Boston Univer- 
sity and a former president of National 
Council for the Social Studies. Other 
committee members are Ruth M. Rob- 
inson, supervisor for social studies of 
the Cleveland board of education, and 
Alfred Nussbaum, chairman of the social 
studies department of the Lafayette 
high school, Brooklyn. 

The committee that worked in the 
preparation of “Moderns Make Money 
Behave” included Mrs. Ione Ball, East 
high school, Des ‘Moines; Dorothy Ellen 
Jones, supervisor of home economics 
of the Cleveland board of education, 
and Mrs. Rex Todd Withers, chief of 
the home making education division of 
the department of public instruction, 
Lansing, Mich. 


Build Understanding, Appreciation 


Behind the two new text books are 
more than eight months of research and 
study. The objective of the institute’s 
educational division and of the advisory 
committee is not to make insurance ex- 
perts out of high school students, for 
it is obvious that details about life in- 
surance learned at age 17 or 18 are not 
going to be remembered for many years 
after graduation. But studying about 
life insurance at such ages builds up an 
understanding and appreciation that 
should be lasting, according to the edu- 
cators. 

With the help of these committees 
the institute developed its two new 
textbooks to fit an exacting set of pro- 
fessional specifications. Neither “What 
Life Insurance Means” nor “Moderns 
Make Money Behave” is meant for idle 
reading; they are designed as working 
books which the students will study, 
which will be accompanied by classroom 
instruction and which will be supple- 
mented by outside assignments, special 
reading and schoolroom examinations. 
For this reason the format, the text 
and even the illustrations have been 
carefully prepared to make this work as 
easy and interesting as possible to the 
student and as useful as possible to the 
teacher. 


Special Aids Provided 


Accompanying both textbooks are 
special aids which will help the teacher 
plan her “unit,” as these courses are 
called. Most teachers will have two 
regular publications of the institute to 
work with, the “Life Insurance Fact 
Book” and the “Handbook of Life In- 
surance,” and they will also be able to 
draw upon other teacher materials. 
Among these are moving pictures, wall 
charts, film strips and special bulletins 
and pamphlets, all of which have been 
prepared by the institute over the past 
several years. 

In most cases, a life insurance unit 
will be fitted into an existing course in 
home economics or in the social studies 
and will take up three or four class- 
room hours, although some schools will 
give more time than this and some 
schools less. In every case the life in- 
surance unit will be made to fit in with 

(CONTINUED ON PAGE 20) 
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THE MANHATTAN LIFE’S 
YEARLY RENEWABLE 
TERM 10 AGE 69 


er. 


Y Check these features: 


1. Guaranteed Renewable and Convertible to Age 65 
— Automatically converts at age 65 to a Partici- 
pating Ordinary Life on the level net premium 
reserve basis. 


2. Issued in amounts from $5,000 to $200,000, from 
age 20 to age 64. 


3. May be issued to both Standard and Substandard 
risks. 


4. Unusual Waiver of Premium Total and Permanent 
Disability Benefit included on ALL. STANDARD 
ISSUES (without specific extra charge). This benefit 
guarantees the insured the option, prior to age 60, 
even though totally and permanently disabled as 
defined in contract, to convert to Ordinary Life 


including Waiver of Premium Benefit — or — if 
desired, and even though then disabled, to convert to 
any higher premium plan than Ordinary Life with 
waiver benefit covering that portion of premium 
equivalent to Ordinary Life at the then attained age. 


5. Dividends — Plan is fully participating with very 
substantial dividends now being paid starting at end 
of second policy year. Payment of dividend is not 
contingent on payment of next year’s premium. Divi- 
dends may be:— 

A. Withdrawn in cash. 

B. Applied to premium payment. 

C. Accumulated at compound interest. 

-> D. Applied to purchase Participating Paid-Up 
Whole Life without further evidence of in- 
surability. This option we believe is truly 
unusual in a term plan. 


6. Family Income or Home Protection Riders may 
be added to the policy. 


7. Yes—Issued to Business and Professional 
Women also. ie 
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It gives rates and illustrative dividends. 
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For Bigger and Better Direct Mail 


Though it apparently excites little 
wonder, one of the major curiosities of 
the life insurance business as presently 
conducted is the wide divergence in at- 
titudes toward the use of direct mail 
as a sales help for agents. We are here 
discussing direct mail used for the pre- 
approach softening up process. 

Direct mai! for this purpose has been 
known about for a long time, probably 
nearly as long as cold canvass. There 
has certainly been ample opportunity 
for experimentation with direct mail 
pre-approach systems. By this time, 
one would think, direct mail would have 
been found to be an invaluable tool, to 
be used without fail in smoothing the 
way for every new agent; or else in- 
effective and not worth the cost and 
effort involved. 

Instead, nobody can say conclusively 
whether direct mail is worth its cost 
or not. Many outstanding agents credit 
their use of direct mail with a large 
and vital share in their success. On the 
other hand, many general agents permit 
their marginal agents to fail their way 
out of the business without ever having 
been given a chance to get the benefit 
of a soundly conceived direct mail sys- 
tem, which, of course, means also a 
track for the agent to run on. 

To an outsider, the natural question 
would be: If direct mail is so good, 
why aren’t more people using it? And, 
conversely, if it really doesn’t amount 
to much, how come so many smart 
agents are able to make such good use 
of it? Probably the real answer is that 
there is such an infinite variety of di- 
rect mail material, of systems for im- 
plementing it, and of self-discipline in 
following up the repliers and non-re- 
pliers, that when one talks about “direct 
mail” he first has to define whose sys- 
tem he has in mind. : 

Organized efforts to improve the ef- 
fectiveness of direct mail and to make 
it more widely used as a sales aid could 
conceivably bring about important bet- 
terments the -effectiveness of agents, 
particularly new agents, who need 
every kind of help and encouragement 
to get them through the first critical 
six months or so of their careers. 

Such agents would of course be 
helped tremendously if they could be 
taught the methods of the successful 
salesmen, particularly what these agents 
say in the presence of their prospects. 
Unfortunately, what goes on in a sales 
interview is still very much a mystery, 
in spite of sincere efforts of agents to 
recall what they said and did. 

Direct mail techniques are much more 
subject to controlled experimentation 


and accurate tabulation of results. If 
a good sized group of agents has con- 
sistently better luck with prospects who 
have been sent mail campaign “A” than 
with those who were sent mail com- 
paign “B,” then the evidence would be 
pretty conclusive that “A” is a more 
effective sales help than “B.” 

The difference between putting across 
an effective sales talk and putting out 
an effective direct mail campaign is 
somewhat the difference between art 
and science. Even though a talking film 
might permit study of the sales talks 
of star agents as they have never been 
revealed before, yet there would still 
be the need for the tyro to learn not 
just what the veteran said but the art 
that permitted him to gain the pros- 
pect’s confidence and motivate him to 
action. 

Direct mail techniques, on the other 
hand, could well be reduced to a fairly 
exact science. That is, the technique 
used by one agent or company could 
be expected to produce similar results 
when used by others under similar cir- 
cumstances. If 100 mailings a week 
more than repay their cost for Max H. 
Weis of Penn Mutual, New York City, 
they should produce similar good re- 
sults for other agents using similar fol- 
low-up procedures. In fact, as door- 
openers, they should produce precisely 
the same results for any agent since, up 
te the time Mr. Weis calls on the pros- 
pect for the first time, the prospect 
has no way of knowing him from any 
other agent who might be sending out 
the mailings. 

Perhaps part of the reason for the 
divergence in attitudes toward use of 
direct mail is that the creation and im- 
plementation of such plans is a highly 
creative and promotional type of work. 
Each direct mail expert is doing his 
level best to work out the best possible 
system. Each, of course, draws freely 
on the “prior art” of the business, but 
there has been comparatively little co- 
operative effort to work out a system 
of the widest possible applicability, one 
that would be of the greatest good to 
the greatest number of typical agents. 

Another reason, no doubt, for the 
sporadic success of direct mail is lack 
of coordination between direct mail de- 
partments, agency executives, agency 
heads and the agents who are to benefit 
through direct mail. It is probably safe 
to say that no direct mail system is so 
good that it is going to be adopted and 
consistently used by the men who need 
it most unless there is set up a system 
under which these men are motivated 
to make use of what direct mail can 


——= 





do for them. Of many such agents, it 
would be fair to say that they were 
smart enough and/or experienced 
enough to appreciate the value of direct 
mail without first being led by the hand, 
they would be sure-fire successes in the 
business whether they used direct mail 
or not. 

It would seem that there is a big job 
of research to be done on direct mail. 
For either it is a waste of time and 


money and its practitioners are jus 
kidding themselves when they point to 
the results they attribute to direct maj 
or it is a sales help of such potency that 
it should be developed and improved 
as rapidly as possible and coordinated 
with sales efforts to help all agents, by 
particularly those agents whose inabjj. 
ity to hang on long enough to get a 
toe-hold presents such a problem to the 
business. 








PERSONAL SIDE OF THE BUSINESS — 





C. Lawrence Leggett, Missouri insur- 
ance superintendent, and Mrs. Leggett 
celebrated their 35th wedding anniver- 
sary with a dinner for a group of friends 
at Jefferson City. 

Walter A. Robinson, Ohio superin- 
tendent, was given a surprise luncheon 
at Columbus in commemoration of his 
birthday. The affair was arranged by 
his secretary, Mrs. Vera White. Forty 
persons were present and Mr. Robinson 
was presented a wrist watch band. The 
governor sent a message of congratula- 
tions and good wishes. Mr. Robinson 
has been in the department many years 
and is very popular with his staff. 


Harry K. Coffey, manager of Mutual 
Benefit H. & A. and United Benefit 
Life at Portland, Ore., has been re- 
elected president of National Aero- 
nautics Assn. 


O. K. LaRoque, chief deputy commis- 
sioner for North Carolina 1928-1935, has 
been elected president of the Federal 
Home Loan Bank of Greensboro. He 
served as president of the Home Loan 
Bank in 1945-48 when it was located at 


Hamilton F. Masse, district manager 
for the Old Line Life at Kewaunee, 
Wis., and his wife observed their golden 
wedding anniversary with a family din- 
ner and an open house. Paul A. Park- 
er, agency director of Old Line, pre- 
sented Mr. Masse a diamond 25-year 
service pin and a gift box containing 
50 silver dollars, each wrapped in gold 
foil. 


John V. Coe, Massachusetts Mutual, 
president of Wichita Life Underwriters 
Assn. and 1st vice-president of the Kan- 
sas association, is president of the Kan- 
sas Foundation for the blind at Wich- 
ita. 

Walter W. Grosser, Chicago 
manager of Guardian Life, was elected 
moderator of the North American Bap- 
tist general conference at its meeting 
at Philadelphia. He is the first layman 
to be selected for that post. 

Robert V. Hatcher, president of At- 
lantic Life, is temporary chairman of 
“Virginia Democrats for Eisenhower.” 
A permanent organization is planned. 

Lewis W. Douglas, chairman of Mu- 
tual Life and former ambassador to the 
Court of St. James, has returned from 
a seven-week visit to England and Nor- 
way with Mrs. Douglas. He reports 
that there has been an improvement in 
economic conditions in Europe in the 
last several months. 

Edward S. MacArthur, who is in the 
surgical supply manufacturing business 
at Indianapolis, and whose father is 
Alfred MacArthur, president of Cen- 
tral Standard Life of Chicago, is in St. 


Vincent hospital at Indianapolis as a 
result of severe injuries suffered in an 
automobile accident near his plant. He 
is making satisfactory progress but he 
will be hospitalized at least until New 
Years. At one time he was in the life 
insurance business being stationed at 
Pittsburgh with Standard Life. 

Louis A. Arzt of the E. A. Ellis 
Agency at Los Angeles marked 3 
years of service with Pacific Mutual 
Life while attending the conference of 
Top Stars staged by the company at 
Lake Tahoe. He has been a member 
of the Big Tree Club for 18 years and 
a national quality award winner for 
seven years. 

A wedding that is scheduled for Sept. 
18 at Chicago will unite two prominent 
personages in the insurance business, 
they being Harry H. Fuller, who is the 
manager of the midwestern branch of 
National Bureau of Casualty Under- 
writers and is president of Insurance 
Federation of Illinois, and Lillian L, 
Herring, who is the executive secretary 
of the federation. 


DEATHS 


ROBERT W. NEAL, who was a 
pioneer insurance publisher and editor at 
San Francisco, died recently. He had 
the old Pacific Underwriter for many 
years and also published material known 
as “Neal’s Charts.” 

EMMIT S. KINNEY, 79, local agent 
at Des Moines, died at his home ofa 
heart attack. He formerly was secretary 
of National Life of Des Moines. 

HEMAN T. POWERS, a pioneer in 
estate analysis, and for many years i 
that work at Chicago, died suddenly at 
Cleveland, where he was operating as 
an estate analyst for some time. 

LOUIS PHILLIPS, 90, editor of the 
Southern Insurer of New Orleans since 
1883, and founder of the Life Insurer 
Conference, died recently in his home 
at Atlanta. 

CHALMERS F. ZAHNISER, former 
vice-president and director of agencies 
of the old Standard Life of Pittsburgh, 
and who had since the war been with 
American Express Co. at Buffalo, died 
of a heart attack while at Pittsburgh to 
attend a wedding. He started as al 
agent for Standard Life at Pittsburgh 
and later was general agent at Altoona 
and Philadelphia. Then he went into the 
head office, remaining until he entered 
navy air force service in the last wat. 
He was a lieutenant commander. 


OTTIS P. POWELL, local agent at 
Uniontown, Pa., and special agent for 
Equitable Society, died at his home at 
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the age of 76. He _was teller of First 
National Bank of Uniontown until that 
institution closed in 1915 since which 
time he had been in the insurance busi- 
ness. He was a former director of the 
Edward A. Woods Co, at Pittsburgh. 


OBSERVATIONS 


Cash Being Liberated 


With old age and survivor benefits un- 
der social security being upped this week, 
the suggestion has been made that this 
will lessen to some extent the load on 
many persons who have been helping 
to support their parents and free that 
much money for other expenditures, such 
as additional life insurance premiums. 

For retired workers the increase in 
OASI benefits will average about $6 a 
month, the increase being $5 a month or 
12%4%, whichever is greater. About 414 
million persons become eligible for 
higher OASI benefits this month. Their 
October checks will reflect the higher 
payments. 











"Do as | Say, Not as | Do" 


In objecting to Rep. Miller’s bill to 
authorize salary deductions from gov- 


ernment employes : for life, A. & H., 
hospital and medical premiums, the 
budget bureau objects to a practice 


that the government itself has long im- 
posed upon employers in private busi- 
ness and industry, observes Ralph R. 
Lounsbury, president of Bankers Na- 
tional Life. Referring to an item in the 
Aug. 15 issue of THE NATIONAL UNDER- 
WRITER quoting the bureau’s objections 
to the proposed bill on the grounds 
that the cost would be added to the 
government service for a collection serv- 
ice that would help private business, 
Mr. Lounsbury writes: 

“IT think it might be worthwhile com- 
menting that the reverse of this is ex- 
actly what the government forces 
private business to do in making us 
withhold taxes and to pay social secur- 
ity taxes. Apparently, it is all right when 
the government does it and all wrong 
when the suggestion is reversed. 

“As you well know, every business of 
every size now has an appreciable addi- 
tional expense incurred just to take care 
of the complicated payroll handling 
which is forced on us by being com- 
pelled to be tax collectors without com- 
pensation.” 








Prudential Women Can Stay 


The 14,500 women office workers of 
Prudential have been given a retirement 
option to age 65. The same policy was 
recently invoked for the men. Both were 
formerly required to retire at 60. 


LIFE datseaasatanenmnsannl ~naansniaitell 


pare to <Niewe Ann Arbor 


Life with Liberty L. & A. 


LANSING, MICH. — A unique plan 
to merge a new stock life company with 
a well- established fraternal is to be aired 
in circuit court here Sept. 17. Judge 
Coash will hear a petition for consolida- 
tion of Ann Arbor Life, which started 
operations as a stock carrier less than 
two years ago, with Liberty Life & 
Accident of Muskegon, a fraternal 
founded about 40 years ago, which now 
has more than 10,000 members. 

Chief Deputy Herbert B. Thompson 
of the Michigan department said the 
plan, developed by the Grand Rapids 
law firm of Warner, Norcross & Judd, 
embodies a proposal under which Lib- 
erty Life & Accident is to be evaluated 
as a going business, and stock in the 
merged company representing that valu- 


ation would be trusteed under the 
court’s jurisdiction for the benefit of the 
membership. 


whose name would be 
substituted for Ann Arbor Life under 
the consolidation program, with “com- 
pany” supplanting ‘‘society” in the 
title, has been specializing in recent 
years in small group A. & H. cases, too 
small to quality for group contracts 
with many carriers. 

Mr. Thompson said the fraternal has 
$4 million to $5 million of business in 
force and its operations have been prof- 
itable. It would have the advantage, 
under the merger program, of being able 
to issue non-assessable policies. The 
combined capitalization would approxi- 
mate $400,000. 

Ann Arbor Life is headed by John B. 
Ames, formerly with Lincoln National 
Life at Detroit, and Joseph E. Reault, 
formerly of Maccabees and earlier ac- 
tuary of the Michigan department, is 
secretary. W. F. Murray A president of 
Liberty L. & A., and W. MacCurdy 
is general manager. Mr. "acces is 
slated for president of the consolidated 
carrier, according to reports reaching 
the department. 

Mr. Thompson said the Muskegon 
carrier originally was formed as a rail- 
way men’s “relief association” but its 
fraternal features have been dropping 
farther into the background in recent 
years. He regards the merger proposal 
as an eminently sound one with advan- 
tages to policyholders of both carriers. 
Whether the consolidated company 
would be located at Muskegon or Ann 
Arbor has not been decided. 


The fraternal, 





The Ganster general agency for Pa- 
cific Mutual Life at Pittsburgh led all 
company agencies in production for 
August. 


ANICO representatives 


are Anico’s best 
advertisements 





F. H. EVATT, Greensboro, N. C. 


MOST VALUABLE ORDINARY 
REPRESENTATIVE IN 1951 












Without previous insurance experience, in 
his two years with Anico Mr. Evatt won 
the highest title the Ordinary Department 
can bestow—Most Valuable Representa- 
tive. To earn it, he has'a perfect per- 
sistency on an exposure of $532,314 of 
client coverage, Mr. Evatt has not had a 
single lapse in his entire insurance career! 
He uses the special Anico plans. He sells 
only on a need basis. He renders service 
first and sells second. Mr. Evatt exempli- 
fies in the highest degree the 
type of man who is making 
Anico famous for service and 
policyholder satisfaction. 











A working contract that permits outstanding earnings. 





Policies that stand out in value against any competition. 






A management philosophy that is based on the axiom 
that a company succeeds only when its agency force 
succeeds, 





The most modern and effective selling aid program that 
can be devised. 


For information without obligation 
address “‘Executive Vice-President” 
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“No wonder this guy’s’ a Million Dollar producer... 
calls in weather like this!” 


making 


Bankerslifemen Stay Right In 
There Pitching 


There is no doubt that Bankerslifemen have a well-earned 
reputation for staying on the job . . . but we doubt that even 


they would be working under the conditions shown. 


This matter of keeping eternally at their business represents 
something more for Bankerslifemen than the truism that “you 
They have learned 


” 


have to see the people to make sales. 
through carefully supervised training to see people with an idea 
of value. That means that they stay in there pitching with 


particular effectiveness. 


Being good steady producers is one of the characteristics 
that make typical Bankerslifemen the kind of life underwriters 


you like to know as friends, fellow workers or competitors. 


BANKERS COMPANY 
DES MOINES, IOWA 











| THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 
© Complete line of Life Insurance policy contracts from birth to age 65 with full 
death benefit from age 0 on juvenile policy contracts. 
© Complete line of Accident and Health policy contracts with lifetime benefits. 
@ Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 
@ Complete substandard facilities. 
@ Educational program for fieldman. 
Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 


























wr ACCIDENT AND HEALTH 





Student Accident 
Cover Expanding 


Student accident coverage, which for 
several years has been widely offered in 
the middle Atlantic states, is now spread- 
ing to contiguous territory. This cov- 
erage, usually sold at $1 or $1.50 a year, 
generally covers any accident while a 
student or teacher is in process of going 
to or from school, or is at school, with 
some inter-scholastic sports excluded. 
Fees of legally qualified physicians, sur- 
geons and professional nurses; ambu- 
lance and hospital bills are payable up 
to $1,000, and expenses for dental care 
to natural teeth damaged in accidents 
are paid up to $200. There is also an 
accidental death provision and loss of 
limbs benefit up to $7,500. Medical ex- 
penses are payable in addition to the 
accidental death benefit. 

Pilot Life of Greensboro, N. C., is one 
of the leading writers of this form, and 
in the current school year will insure 
over 1 million children in the southern 
states. North American Assurance, 
Richmond, Va., is another big writer of 
this line. 


Plan Buffalo Meetings 


Buffalo A. & H. Assn. has distributed 
to its members a printed program sched- 
ule for the 1952-53 season. The nine- 
month program began with a meeting 
Sept. 8 at which the speaker was Ken- 
neth Mersereau, Monarch Life, Balti- 
more, member of the executive board 
of International association, who talked 
on “International Affairs.” 

The remainder of the 
Oct. 3, a get-together to 
world series on television. 

Joseph F. Murphy, New York deputy 
superintendent, will speak at the No- 
vember meeting on “Current Problems 
in the Regulation of A. & H. Insurance.” 

In December, Darrell O. Smith, vice- 
president of American Casualty, will 
talk on “Prospects Unlimited.” 

Harry Schwarzmueller, Buffalo in- 
structor of the Dale Carnegie course, 
will talk in January on “What Makes 
a Salesman?” 

The speaker and subject for the Feb- 
ruary meeting will be announced later, 
and in March the association will spon- 
sor its 1953 sales congress. In April 
is scheduled the election of officers and 
the report of the president, and in May 
the meeting will consist of a panel of 
four hospital superintendents and man- 
agers discussing “Your Hospitals—Your 
Clients—Our Mutual Problems.” 


Speech Expert at Milwaukee 


Al Sokolnicki, supervisor of speech 
at Marquette University, spoke at the 
September meeting last week of A. & 
H. Underwriters of Milwaukee. His 
subject was “People Are Your Busi- 
ness.” 


schedule is: 
watch the 








Robinson at Columbus 


Columbus Assn. of A. & H. Under- 
writers opened the fall and winter sea- 
son this week with a talk by Walter 
A. Robinson, Ohio insurance superin- 
tendent, who discussed how the A. & 
H. associations can enhance the pres- 
tige of the A. & H. business and how 
they can work with the insurance de- 
partment. 


Empire State Joins Bureau 


Empire State Mutual Life of James- 
town, N. Y., has joined National 
Bureau of A. & H. Underwriters, bring- 
ing membership in the bureau to 82 





Cal. Names 2d Insurer 


The California insurance department 
has named a second company in its 
campaign against allegedly deceptive 
advertising on disability insurance and 
Commissioner Maloney states that the 





eptember 
—————— 





advertising copy of other disability jp. 
surers is being scrutinized and further 
action may be expected. The first com. 
pany named was World of Omaha ang 
the second is United of Chicago. Unitej 
has 15 days to answer the charges ang 


ing. 





— 


The Smart general agency for Equi. 
table of Iowa at Detroit led all company 
agencies in August production with 
$566,337. 


jlnsurance Books Available 


(From National Underwriter Co.) 


Make sure your insurance library is up| 
to date—use this convenient check list, 


l Please write number of copies in box. 


i C) Set of Business Insurance Text Books, 
by H. P. Gravengaard, set of four 

| —$4.50 
“*Sole Proprietorships and Life Insurance” | 
‘*Partnerships and Life Insurance”’ 

i **Close Corporations and Life Insurance” 
““Key Men and Life Insurance 








yo 


Set of Business Insurance Illustrated 
Brochures, by H. P. Gravengaard, setl 


{ of four—$3.50 
“How to Preserve Your Sole Proprietor- | 
ship” 
| “*How to Preserve Your Partnership’”’ 
**How to Preserve Your Close Corporation” | 


**How to Offset the Loss of a Key Man”’ 





IF “Doorways to Prospects” by M. s.| 
I Cagan, $2.50 


“Fundamentals for Life Underweiss 
j ers” by W. A. Spiker, $2.25 


The Duryea Famous Library of Fun- 
damentals—set of three—$4.50 | 
“**How to Solicit’’ 

| ““What to Say’’ 








“What to Know”’ 


“Risk Appraisal” by Harry W. Ding. 
man, $10 


“The Underwriting of Sub-Standard 
A and H” by R. A. MacDonald, $8.50 


“Life Opportunities” by Curtis Lamb, | 
CLU, $1.25 : 


i 0 “Juvenile Insurance” by H. P. Grave 
I engaard, $1.50 , 


“Tax Facts on Life Insurance” by 
| Diamond Life Bulletins, $1.75 


“New Power Over Objections” by L. . 
S. Roscoe (Minimum order 2 copies), J 
$1.50 ; 


“Time Saver” For A and H Under- | 
] writing—by A and H Bulletin Service, 
$5.50 — Annually in May. | 


“Unique Manual”—by National Un- | 
derwriter Co., $8.50— Annually in 
| July | 
“Who Writes What”—guide to brok- 
erage questions, by National Under-} 
writer Co., $3.50 — Annually in Feb. 


i OO “Little Gem Life Chart”—by Nation- | 
al Underwriter Co., $3.50 — Annually 
i in April 


“Better Life Insurance Letters” by M. 
Stone, $2.50 | 


] Mail this ad for 
Free-Examination Copy TODAY! 


THE NATIONAL 

J UNDERWRITER COMPANY 
420 East Fourth Street 

| Cincinnati 2, Ohio 


Please send me my copies of the book(s) checked, 
for ten days free examination, after which | agree 
to remit the price stated, or return the book(s) 
postpaid. (We pay postage on orders with remit- 

| tance. Same return privilege). Deduct 5% if you 
enclose remittance and order seven or more of ihe | 
above selections at once. 



































jo 












My check for. is enclosed. Bill me____-f 
Name... ccccccccccccvcccces Position. ....++++% 
COMPGAY.. cc cccccccccccccccccccccces esas | 
I A Seem r rrr erro . 
CHY. ccccvevcvcccccceses Zone State....++ és 


“Build Up Your Library!“ 
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AMONG COMPANY MEN — 








cCarthy Is Union Labor 
e Advertising Director 


A reorganization of the public rela- 
d advertising departments of 
Union Labor Life 











ad- 
the pro- 
‘gram 1S Joseph M. 
McCarthy, former- 
‘ly life editor of the 
Spectator, who be- 
comes director of 
‘advertising and pub- 
‘lic relations. 

' He served as as- 
sociate editor of 
the Spectator prop- 
‘erty edition and 
managing editor of 
the life edition and 
when the magazines combined this year 
he was appointed life editor. Previously 
he was assistant public relations director 
of Manhattan College, of which he is a 
graduate. He is an army veteran. 


Reuben Jacobson Goes With 


J. M. MeCarthy 





}Western & Southern Life 


Reuben I. Jacobson has resigned as 
ond vice-president and actuary of North- 
‘western National Life and will shortly 
join Western & Southern Life. 

Mr. Jacobson has been with North- 
western National for five years. He 
started his insurance career with Pru- 
dential and later was with Colonial 
Life. 





L. L. Johnson in New Post 
for Bankers Life & Casualty 


Lester L. Johnson has joined Bankers 
Life & Casualty in the newly created 
position of execu- 


tive sales coordi- 
nator. 
Mr. Johnson is 


a graduate of the 
University of Chi- 
cago. He started 
in insurance with 
Continental Assur- 
ance as_ salesman, 
and later served in 
the advertising de- 
partment. He was 
elected agency vice- 
president of that 
company in 1930, 
and for the past 14 
years has been vice-president and agency 
director of Central Standard Life of 
Chicago. 





L, L. Johnson 





Elston to Washington Nat'l 


_Frank C. Elston, with Philadelphia 
Life for 6% years as advertising and 
sales promotion manager and _ publica- 
tions editor, has joined Washington 
National in a similar capacity in its 
general agency department. 

A graduate of Rider College, where 
he majored in business administration, 
Mr. Elston also attended the coast 
guard academy and did post-graduate 
work at Temple University. 

Active in Life Insurance Advertising 
Assn, he served on the exhibits commit- 





THERE'S BIG MONEY 
— IN MISSOURI — 


for those selling our low-cost, broad-benefit 
Plans of hospita ization, surgical and medical, 
and payment of doctor bills policies. Also 
regular or commercial A & H, life, and funeral 
benefit (family group) life contracts. Sell to 
individuals, families, or employee groups. 
LIBERAL COMMISSIONS PAID FOR THE 
LIFE OF THE POLICY 


i and General Agency contracts avail- 


SHIELD LIFE & ACCIDENT 
INSURANCE CO. 





3529 Franklin St. Louis, Mo. 


teense 











tee at the convention and was also pub- 
licity chairman for the Keystone L.A.A. 
group. He has completed the first year 
of L.U.T.C. work. 





Chamberlain Named New 
England Group Assistant 


New England Mutual Life has ad- 
vanced John P. Chamberlain, assistant 
coordinator since 1950, to assistant group 
secretary. 

Mr. Chamberlain joined the company 
in 1931. He was appointed assistant 
manager of the addressograph depart- 
ment in 1935, assistant manager of the 
control department in 1941, and man- 
ager of the addressograph department 


CHANGES 


Conn. Mutual Names Knipp 
Philadelphia General Agent 


Connecticut Mutual Life has appoint- 
ed John C. Knipp, Jr., general agent at 
1200 Archi- 
tects building, Phil- 
adelphia. He will 
succeed Stokes B. 
Carrigan, who will 
continue as associ- 
ate general agent 
in personal produc- 
tion. 

Mr. Knipp joined 
the company at Bal- 
timore in 1947. He 
is a graduate of 
Johns Hopkins 
University where 
he taught C.L.U. 
courses for two 
years. He is a National Quality Award 
winner, 1949-51, and a member of the 
company’s President’s Club. 


Ohio State Life Names 
Doane General Agent 


Ohio State Life has named C. Fred 
Doane general agent at Lansing, Mich. 
His son, Charles F. Doane, has also 
joined the agency, marking the com- 
pany’s fourth father-son combination. 

Mr. Doane recently retired as general 
agent for another life company. Charles 
F. is a graduate of Michigan State Col- 
lege, and a Korean veteran. 


Harris Named at Bay City 


Leon Harris has been named manager 
of North American Life of Chicago at 
Bay City, Mich. He represented John 
Hancock about 20 years and is a char- 
ter member of Bay City Life Under- 
writers Assn. 














J. C. Knipp, Jr. 











Ormsbee Wichita Manager 


Merle D. Ormsbee has been named 
manager of Midwest Life for Wichita 
and surrounding Kansas territory. He 
joined the S. S. Patton agency at Grand 
Junction, Colo., in 1948, and after 2% 
years was called in to the home office 
at Lincoln as agency supervisor. 





Disch Brokerage Head 


Occidental of California has appoint- 
ed A. J. Disch brokerage manager at 
St. Louis. He joined the company there 
earlier this year as assistant brokerage 
manager. Mr. Disch entered the business 
in 1950 with Phoenix Mutual Life. He 
is a graduate of St. Louis University. 








E. K. Hasselbring of Oak Park, IIl. 
with August production of $181,546, has 
set a new single month record of issued 
business of any Lutheran Mutual Life 


agent. Though in the business only 
three years, Mr. Hasselbring has written 
more than $1,500,000 worth of life 


insurance. 











Ready to 


Otti, GA plans? 


If you're ready to take the step that means increased 
opportunity, better income, and permanent security, be sure 
you check the many advantages Protective Life offers its 
General Agents... 

@ A flexible top-commission General Agent's contract which 


allows you to utilize all of your managerial and production 
abilities. 


@ Continuous supervision and advanced field training to all new 
agents you bring into the business. 


@ Effective visual presentation material on a variety of policy 
contracts which spurs new agents into immediate production. 


@ A prestige-building advertising and promotion program 
tailored to fit any situation. 


GET THE FACTS NOW! 


Write to C. B. Barksdale, Superintendent of Agencies 


General Agency Openings In 





Alabama North Carolina Georgia 
Texas Louisiana 
mam 2) PROTECTIVE LIFE jam 
fi iin in force 
iii INSURANCE COMPANY [Raye 
William J. Rushton, President 
Since 1907 Million 


ALABAMA 


BIRMINGHAM 











COMPLETE 
PROTECTION 


Agency Franchises Available 
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_ JEFFERSON NATIONAL 
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INDIANAPOLIS, 


INDIANA 














LIFE SALES MEETINGS 





N. W. Mutual to Hold Coast 
Regional at San Francisco 


Agents of Northwestern Mutual Life 
in 11 general agencies in eight western 
states will hold their regional meeting 
at San Francisco, Sept. 22-23. The 
theme will be “For Evergrowing Needs 
—Continuously Expanding Service.” 

Attending from the home office will 
be Edmund Fitzgerald, president; Grant 
L. Hill, vice-president and director of 
agencies; Elgin Fassel, actuary; Wil- 


liam B. Minehan, secretary; Roe Walker, 
superintendent of agencies; Laflin _C. 
Jones, executive assistant; Charles B. 
McCaffrey, assistant director of agen- 
cies, and Harold W. Gardiner, educa- 
tional director. 

Other speakers will be Harold F. Vin- 
son, Phoenix; Norman Bishop, Port- 
land, Ore.; Irving F. Walradt, Los An- 
geles; William G. Dokos, Salt Lake 
City; Paul A. Wallace, Seattle. There 
will be an advanced underwriting work- 
shop Wednesday morning, with Chap- 
man Collins, attorney; J. Fairleigh Al- 





EVERYONE'S 


TALKING! 


OUR GENERAL AGENTS— 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
—Greater Opportunities 





BROKERS AND SURPLUS WRITERS— ABOUT CROWN LIFE’S 
—Ability to provide the extra services they need. 


POLICY OWNERS—ABOUT CROWN LIFE’S 


—Low cost protection 
—Understandable policies 


—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card — 
rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


Over Eight Hundred Million in force in our 51st year 


Licensed in: Alabama, Alaska, Arizona, California, Colo- 
rado, District of Columbia, Florida, Hawaii, Idaho, Indiana, 
Louisiana, Michigan, Minnesota, Mississippi, Missouri, New 
Jersey, New Mexico, North Dakota, Ohio, Oregon, Puerto 
Rico, Texas, Virgin Islands, Washington. 


And now in Kansas, our twenty-second state. 














MONUMENTAL LIFE 
INSURANCE COMPANY 


HOME OFFICE 


@ CHARLES and CHASE STREETS 


BALTIMORE 
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bert, Los Angeles, and home office rep- 
resentatives participating. 

Members of the committee in charge. 
who will be chairmen of sessions and 
other activities are Donald F. Burch, 
San Carlos, Cal.; Ted G. Mieger, Phoe- 
nix; H. Paul Dueber, Portland; Rogers 
C. Broomhead, San Francisco; Dugan 
Lewis, Boise; Loring O. Felch, Oak- 
land; George E. Weidemier, Sacramen- 
to; Hugo E. Ferber, Tacoma; J. Fair- 
leigh Albert, Los Angeles, and Maurice 
M. Gedance, Las Vegas, Nev. 





Live Assignments Feature 
Mutual Benefit Conference 


Actual recruiting assignments will 
highlight the 1952 conference of Mutual 
3enefit Life supervisors, Sept. 17-26, at 
Detroit. The 13 attending supervisors 
will apply their recruiting techniques 
through the Detroit agency. 

Panels and discussions on recruiting, 
selection, training, supervision, planning, 
and money management will round out 
the conference. 

Recruiting interview techniques will 
be demonstrated by Hilary J. Boone, 
Jr., Cincinnati, and C. H. Cheyney, Los 
Angeles. C. B. Chase and William F. 
Umphrey, both of Grand Rapids, Mich., 
and Terrence G. Vane, Chicago, will 
moderate the round-table talks. 


FABLIC to Meet Sept. 15-19 


FABLIC, top production club of 
Farmers & Bankers Life, has set its 
26th annual convention for Sept. 15-19 
at Santa Fe. 

Home office representatives will in- 
clude President R. L. Burns; F. B. 
Jacobshagen, vice-president and _ secre- 
tary; J. H. Stewart, Jr., vice-president 
and treasurer, and Maynard C. Willis, 
superintendent of agencies. 








Conclude Band Wagon Meet 


State Mutual Life representatives 
from 17 group offices recently concluded 
a week-long Band Wagon Conference. 
Meeting sites were divided between 
Worcester, Mass., and North Conway, 
W. Rulon Williamson of Washington, 
D.C., was featured speaker. He dis- 
cussed “No Quarter.” The home of- 
fice was represented by President H. 
Ladd Plumley, and Alan A. Willson, 
group secretary. 





Open First of Seven Meets 


A gathering of 160 New England Mu- 
tual Life agents opened the first of 
seven regional meetings at Bretton 
Woods, N. H. 

Other meetings are set for Sept. 21- 
24, Lake George, N. Y.; Oct. 1-4, Three 
Lakes, Wis.; Oct. 8-11, White Sulphur 
Springs, Va.; Oct. 19-22, Yosemite, 
Cal.; Oct. 26-29, Excelsior Springs, 


RECORDS 


Midwest Life’s issued business for the 
first seven months was $6,627,959, com- 
pared to $5,610,637 at the same time last 
year. This is a gain of 18%. New first 
A. & H. premiums were up 112%. 

August production for Great-West Life 
totaled over $26,500,000, a $6 million 
gain over August of last year. Produc- 
tion for the first eight months reached 
$204 million. 

Paid August production for Equitable 
of Iowa totaled $10,022,851, a 5% increase 
over August of last year. Production for 
the first eight months reached $78,782,523, 
a 5% gain over the first eight months of 
last year. 








Stuart A. Monroe, director of field 
supervision of Mutual Benefit Life, will 
be the instructor in classes in estate 
planning, part 1, conducted by the in- 
surance school of Insurance Society of 
New York, beginning Sept. 17. As- 
sociated with him in conducting the 
course is B. William Steinberg, general 
agent of Massachusetts Mutual Life. 





“ASSOCIATIONS 


Fall L.U.T.C. Classes Set 
by D. C., Alexandria Group) 


District of Columbia Assn. of Lj 
Underwriters will open its L.UT¢ 
classes Oct. 28 at Washington and §} 
ver Springs, Md. James A. Thomsg 
associate manager for Acacia Muty 
Life at Washington, will lead part } 
classes at the capital, while George J} 
Duvall, New York Life, secretary-tre,! 
urer of the District of Columbia L.U.T¢ 
alumni association, will instruct fits 
part classes at Silver Spring. 

The Alexandria (Va.) association wif 
also sponsor part 1 classes beginnin 
Oct. 28. G. Edward Hacking, associa; 
manager for Acacia Mutual, Arlingto, 
will instruct. Part 2 classes, led } 
Herb Martin, associate counsel fp 
Acacia Mutual, will get underway th 
following day. 

Charles K. Reid, assistant manager ¢ 
the Marsh agency for Lincoln Nationg 
Life at Washington, will moderate pay 
2 classes starting there Oct. 28. 





Kansas V.-P.s Assigned 


Vice-presidents of Kansas Life Up 
derwriters Assn. have been assigned ty 
the 17 
the various phases of association actiy; 
ties. 
been assigned to Allen-Neosho, Coffey. 
ville, Independence, Leavenworth, Par. 
sons and Pittsburg. John V. Coe, Wich 


ita, has Emporia, Lawrence, Manhattan,> 


Salina, Topeka and Wichita. Grant 


Hoener, Great Bend, has charge of Cen} 


tral Kansas, Hutchinson, Northwes 


Kansas, Plainsmen and Southwest Kan-f 


sas. 
The Central Kansas and Southwest 
Kansas associations, each with 42 mem- 


bers, are competing in a membership} 


contest. The objective of both is “3 
members in ’53.” The loser is to furnish 
the entertainment at a joint meeting o 
the associations. 





Salina, Kan.—At the first fall luncheon 


meeting T. Lynn Prewitt, agency super. 
visor Mutual Benefit Life, Newark, spoke 
on “And It Has Been Said.” 

Lansing, Mich.—C. Wendell Dygert, 
district agent, Northwestern Mutual, 
Fort Wayne, Ind., spoke at the opening 
fall meeting on “My Plan of Operating” 

Buffalo—Edward L. G. Zalinski, as 
sistant vice-president of New York Life 
will talk on “Increasing Your Sales 
Power” at the Sept. 18 meeting. 

Newark—Harry C. Copeland, Jr., of 
Massachusetts Mutual Life at Syracuse, 
will speak on “It’s Your Business to 
Close” at the Sept. 18 meeting of the 
Northern New Jersey association. 








Shift Chapman to Coast 


Leslie E. K. Chapman, since 1950 
field supervisor for Union Mutual Life 
at Dallas, has been transferred to 
northern California with headquarters 
at San Francisco. He will specialize m 


the development of non-cancellable} 


A. & H. business for Swett & Crawford, 
Pacific Coast managers of Union Mt 
tual. He started with Loyal Protective 
in Ontario, spent six years in the 
Canadian army and joined Union Mr 
tual there in 1948. 





Best Leaves Mich. Depart. 


Theodore Best has resigned from the | 


Michigan department’s examiner sta 
with which he has served since 1945. He 
has not announced his future plans 
He was honored at a farewell party and 
was presented a gift of fishing tackle. 





Form Eagle American Agency 


Warren E. Klug and Gerrold L 
Brosilow have founded the Eagle 
American Insurance agency at 30d 


Washington street, Chicago. The agenty 
will write A. & H. contracts exclusive 
ly. Mr. Klug was formerly sales maf 
ager for Beneficial Standard Life. 


local associations to assist it} 


Ralph J. Willcott, Chanute, ha} 
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N, W. Mutual Officials to 
Attend San Diego Opening 


Home office officials of Northwestern 
Mutual will participate in the formal 
opening Sept. 18-19 of the new southern 
(alifornia agency established at San 
Diego with Robert W. Stockton as gen- 
eal agent. Those who will attend are 
Edmund Fitzgerald, president; Grant 
L, Hill, vice-president and director of 
agencies ; Roe Walker, superintendent 
of agencies, and Harold W. Gardiner, 
educational director. The latter two 
will conduct sales and educational ses- 
sons with Mr. Stockton on Thursday. 
Friday morning Mr. Hill will address 








Rates $13 per inch per insertion— | Inch minl- 
mum. Limit—40 words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack- 
son Blvd. Individuals placing ads are requested 
to make payment in ad 
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WANT ADS 





DISTRICT AGENT FOR OHIO 


Old Established Mid-Western Insurance Com- 
pany with an enviable reputation for Agency 
and Policyholder service for 50 years has an 
opportunity for a man EXPERIENCED IN SELL- 
ING LIFE, HEALTH AND ACCIDENT AND 
HOSPITALIZATION INSURANCE. Must be an 
aggressive salesman able to manage own busi- 
ness and train others successfully. Top writing 
and renewal commissions plus monthly bonuses 
and sales aids to the right man. Give experi- 
ence, age and number of counties desired in 
request for appointment. 


FIDELITY HEALTH AND ACCIDENT 
MUTUAL INSURANCE COMPANY 
Fidelity Building 
Benton Harbor, Michigan 








AGENCY SUPERVISOR— 
LOS ANGELES 


Rapidly growing agency Mutual Company over 
100 years old with almost 3 billion in force has 
excellent opening for management training 
leading to General Agency appointment. Salary 
and overriding—Ages 25 to 35. 


Give qualifications in personal production or 
supervisory experience. Negotiations in con- 
fidence, if desired. 


Address N-22, The Naticnal Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 








WANTED: 

SALES PROMOTION MANAGER: 

To take full charge of an established Sales 
Promotion Department of a 50 year old, rapidly 
expanding, billion dollar Life and A & H com- 
pany. A good background in both Life and 
A & H highly desirable but not imperative. 
Sales experience helpful. Address M-87, The 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








ACCIDENT & HEALTH MAN 
WANTED 


Assistant manager for Chicago General Agency. 
Prefer man about 30 years of age with at least 
one year of experience. Good opportunity. 
Address N-I5, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








LIFE INSURANCE MAN 
WANTED 


Assistant Manager wanted for Chicago general 
insurance agency. Prefer man about 30 years 
of age with some experience. Good oppor- 
tunity. Address N-I7, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 
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ACTUARY AVAILABLE 


Fellow of Society, under 40, wide background, 
strong on management, sales, administration. 
Interested in challenging situation only. Address 
N-18, The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 
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Assn. of Life Underwriters. 

At noon the company will give a 
luncheon in honor of Mr. Stockton, at 
which Mr. Fitzgerald will be the prin- 
cipal speaker. Guests will be local busi- 
ness and civic leaders and other friends 
and policyholders, as well as company 
officials and the agency and office force 
of the new general agency. 





Schwemm Leads Great-West 


The Schwemm agency for Great- 
West Life, Chicago, led all company 
agencies with over $1,750,000 in August 
production. The California agency was 
second, and the Winnipeg agency placed 
third. 

Individual leaders for the month were 
James Hercus, Winnipeg; Max Seigler, 
Montreal, and R. Blair Price, Phila- 
delphia. 


Open New Milwaukee Office 


Formal opening of the first branch 
office in Wisconsin of Occidental Life 
of California was held at Milwaukee. 
Will H. Froelich, in life insurance since 
1946, is branch manager. He is vice- 
president of Milwaukee Assn. of Life 
Underwriters and a member of Wiscon- 
sin Life Leaders. 


POLICIES 


U. S. Life Reduces Rates 


U. S. Life has reduced rates on the 
following plans: 20-year endowment, age 
35-55; endowment at 60, age 35-45; en- 
dowment at 65, age 35-55; 20-pay life, 
35-55; 5-year term, 35-55. 

Rates for age 30 and under remain the 
same. 


The following table shows new and old 
ordinary premiums per $1,000 for five 
typical U. S. Life plans: 














New 


Age $ 
20-year endowment 35 47.06 
45 51.01 
55 60.43 
Endowment at 60 35 37.03 
45 66.78 
Endowment at 65 35 30.95 
45 51.0 
55 106.33 
20-pay life 35 34.12 
45 43.2 
55 57.3 
5-year term 35 7.4 
45 12.1 
55 25.3 





New West Coast Life Plans 


West Coast Life has released a select 
whole life, non-participating plan in 
amounts between $10,000 and $100,000, 
and a commercial life fully paid at age 
85 plan at $5,000 and over, on a partici- 
pating or non-participating basis. 

Premiums per $1,000 are as follows: 


commercial life 


select whole fully paid at 85 


age life e aioe “ ae 
15 $10.77 $16.57 $13.55 
25 14.6 20.42 16.78 
35 20.50 26.99 22.59 
45 29.98 37.61 33.03 
55 46.01 56.86 50.35 
65 74.65 


The company has also made available 
low cost term under the new single pre- 
mium 5-year term. It is issued to age 
60 and, at issue ages 55 and under, it 
is renewable for one additional 5-year 
term at the premium for the attained 
age. The minimum amount is $5,000, the 
maximum, $100,000. 








Maple Breakfast Is Oct. 1 


National Life of Vermont has sched- 
uled its Maple breakfast held annually 
in connection with the Mortgage Bank- 
ers Assn. convention for Oct. 1 at Can- 
rad Hilton hotel, Chicago. 


Roy Bannister, auditor of Pacific Mu- 
tual Life since 1948, recently marked 
30 years with the company. 





























to the American College 
of Life Underwriters on its 25th anniversary. 
Its advancement of the CLU program is a 
notable contribution to Life Insurance and to 


the American Way of Life. 





The Equitable Life of lowa has long endorsed and 
supported the CLU movement. It contributes to the 
Cooperative Fund and includes CLU studies as an in- 
tegral part of its training program. It presents en- 
graved CLU keys to graduating candidates and pays 
their expenses to attend the conferment exercises. 

The Equitable Life of lowa is proud of its 40 associ- 
ates who have earned the CLU designation and of 
the many Equiowans now completing CLU study. 
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Pacific Mutual’s complete personal protection plans. 
One reason—ACCIDENT & SICKNESS DISABILITY INCOME is a 


powerful motivator. 


Pocific 
mm CLS LC 


LIFE INSURANCE COMPANY 
HOME OFFICE-—LOS ANGELES, CALIF. 
Doing business only through General Agencies 
located in 41 states and the District of Columbia 


























HteNATIONAL UNDERWRITER 


September 12, 193 
oreepeenenesiininniatiiieias nian 














Complete- 


personal insurance service! 





lV] Group 
lV] Salary Savings 
[V Franchise 
lV Wholesale 
lV] Medical and Surgical V) Brokerage 


Reimbursement 


lV] Health 
lv] Accident 
Vj Hospitalization 









V] Reinsurance 






Registered Life Protection 


Republic National 


Life Insurance Company 


Theo. P. Beasley, President Home Office: Dallas 


Life insurance in force exceeds $390,000,000.00 








INSURANCE COMPANY, INC. 





N.W. National Ups Term 
Rates, Has Other Changes 


Northwestern National has increased 
premiums for term policies and term 
riders. Non-participating term plans is- 
sued are 5, 10 and 15 year convertible 
term; term to age 65; 10, 15 and 20 year 
mortgage redemption; 10, 15 and 20 year 
family maintenance and family income 
of $10, $20 and $30 monthly per $1,000; 
and family income to age 65 of $10, $20 
and $30 monthly per $1,000. 

It has also introduced two new juve- 
nile plans, issued on both the participat- 
ing and non-participating bases: child's 
20 pay life preferred risk and child's 
life paid up at 65 preferred risk. 

The maximum age at which substand- 
ard insurance will be issued is being in- 
creased from 60 to 65 and the minimum 
age reduced from 15 to 10. For ages 
under 15, substandard insurance will 
generally not be issued where the rating 
classification exceeds 150%. 

Limits of issue on the double acciden- 
tal death benefit are increased from 
$25,000 to $50,000, and the limit in all 
companies is being increased from 
$50,000 to $75,000. 

The limit on policy issues is increased, 
and $250,000 will be issued at age 21-50, 
provided the amount in excess of 
$150,000 is on the whole life plan. The 
company will continue to retain its pres- 
ent limit of $50,000 on income endow- 
ments and $100,000 on term policies, 
except that for term to 65 and elective 
life the limit of $150,000 will apply. 





Baltimore Life Makes High 
Executive Appointments 

Baltimore Life has announced three 
promotions. 

Fred I. Wunderlick was elected vice- 
president, and will have the dual title 
of vice-president and superintendent of 
agencies. He joined the company as an 
agent at Altoona, Pa., in 1935, was pro- 
moted to staff superintendent in 1938 
and home office supervisor in 1942. In 
1943 he was made director of field train- 
ing and superintendent of agencies two 
years later. 

J. Carroll Rhodes was promoted to 
vice-president, and will also have the 
title of chief underwriter. He started 
with Baltimore Life in 1912 as a stenog- 
rapher and after World War I army 
service returned to the company in 1923. 
He became manager of the ordinary de- 
partment in 1940, and assistant secre- 
tary and chief underwriter in 1947. He 
has been a director since 1943. 

Ralph E. Edwards was elected a di- 
rector and appointed actuary, succeeding 
J. Brookes Smith, who has retired from 
these posts after more than 21 years of 
service. Mr. Edwards’ career began at 
the Prudential, where he was an actu- 
arial student. In 1945 he went to Colum- 
bian National Life as assistant actuary. 
He joined Baltimore Life in 1949 as as- 
sociate actuary. He is a fellow of the 
Society of Actuaries. 

Henry E. Niles becomes senior vice- 
president succeeding Mr. Smith. 





Plans West Coast Meets 


Business Men’s Assurance will hold a 
series of meetings on the west coast 
this month. The first was scheduled at 
Spokane, Sept. 9-10, and then will fol- 
low: Seattle, Sept. 12-13; Portland, Sept. 
15-16; San Francico-Sacramento at San 
Francisco, Sept. 19-20; Los Angeles, 
Sept. 25; San Diego, Sept. 27. 

There will be discussion of the com- 
pany’s new all-ways protector plan at 
each meeting. J. W. Sayler, vice-presi- 
dent in charge of sales, and C. M. Bar- 
ricklow, assistant to vice-president, will 
represent the home office. 





Lutheran Brotherhood has awarded 
two scholarships each for $300 to the 
Rev. Herbert C. Wolf, Lutheran pastor 
to students at Michigan State College, 
and to Miss Jean Gringle, Lutheran 
counsellor to students at the University 
of California, Berkeley. The awards will 


be made by Dr. Donald R. Heigg 
executive secretary of the division ¢ 
student service of the National Lutherg 
Council at the Ashram convention 
Estes Park, Col. 











|| ACTUARIES 


CALIFORNIA A 














COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES 


San Francisco Denver Los Angels 











ILLINOIS 


CARL A. TIFFANY & CO. | 


CONSULTING ACTUARIES 
211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 


—e 























Certified Public Accountants 
10 S. La Salle St« Chincgo 3, Illinote 
s le St., cago 
Telephone FRanklin’ 2-4020 


Mw Re Cy wan H. Gill 

. 0 jal ° ° m. . 

N. A. Moscovitch, A.S.A. wet es 
Rebert Murry 

















INDIANA & NEBRASKA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 























MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 























NEW YORK 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
110 John Street, New York, N. Y. 

















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 
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THE BOURSE 














VIRGINIA & GEORGIA 








BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 











RICHMOND ® ATLANTA 
== <== 





Harry S. Tressel & Associates | 
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Magazines Feature 
Life Insurance 


(CONTINUED FROM PAGE 2) 

have been written with the help of the in- 
stitute do not refer to matters that the 
ublic hasn’t a pretty direct knowledge 
of. Rather, they refer to insurance in 
connection with frozen foods, roads, and 
similar items with which the public has 
everyday experience. 

A number of the magazine articles 
have been published because the staff 
of the institute are well acquainted with 
staff members of various publications. 
Often, ideas occur to authors because 
of informal conversations with the in- 
stitute staff, or a staff member may hand 
over a new and specific idea to some- 
one who he feels would make good use 
of it. 

Authors Consult Institute 


Then, too, authors have their own 
brainstorms as a result of just having 
bought an insurance policy or having 
collected from one. They go to the 
institute for information and_ general 
guidance and assistance in writing their 
stories. Inquiries come in from all parts 
of the country when interested persons 
are referred to institute by insurance 
companies and agents or because they 
see or hear the institute quoted. It has 
organized special departments to handle 
the diversified information sought. 

All this has served the purpose of 
making the public more aware of life 
insurance, its influence on the economy 
of the nation and its effects upon the 
individual. 





Fete Payne on 30th Year 


Walter S. Payne, manager of Pruden- 
tial at Los Angeles, was honored at a 
luncheon at the western home office, 
marking his 30th year with the company. 
Carl White, executive director of agen- 
cies, presented him with his Prudential 
Old Guard certificate, and agency asso- 
ciates gave him a sterling silver service. 

Mr. Payne started with Prudential at 
Salt Lake City. He has been active in 
insurance organization affairs, having 
served as president of Utah Life Un- 
derwriters Assn., Salt Lake Managers 
Assn., and he currently is president of 
Los Angeles Life Insurance Managers 
Assn. 


New World Life has appointed John 
D. Carmody vice-president and general 
counsel. He has been legal counsel 
since 1931. 











Back of the Name 
Lutheran Brotherhood 


% STANDS 


the W. P. Langhaug 
Agency of Chicago, Illi- 
nois, occupying first place 
with $1,472,710.00 in 
paid for insurance for 
the first seven months 
of 1952. Under the pro- 
gressive and experienced 
guidance of such out- 
standing General Agents 
and Field Supervisors, 





pngaee vs opportunities 

are afforded the Career 

Life Insurance Repre- W. P. Langhaug 
sentative. Liberal first-year commissions, 
vested renewals, special incentives for qual- 
ity and persi y of business, as well as 
an attractive retirement program are open 
to Whed I ah 1. tT. ry +, 





the ‘possibilities today! - i 
*239,290 members insured for $387,775,414.00. 
his is Your Life Insurance Society with a 
record of thirty-four years of successful 
operations. 








This Is YOUR Life Insurance Society 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


Carl F. Granrud, President 
08 Second Ave. So., Minneapolis 2, Minnesota 
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Deter Action on 
Big NALU Issues 


(CONTINUED FROM PAGE 1) 
sion. Other meetings preliminary to 
Wednesday’s first general session were 
meetings of the American Society of 
C.L.U. directors, General Agents & 
Managers Conference directors, Wom- 
en’s Quarter Million Dollar Round 
Table, business meeting, reception and 
dinner; the N.A.L.U.-L.U.T.C. lunch- 
eon, American College trustees meetings 
and dinner. 


First General Session Wednesday 


The first general convention session 
Wednesday was held at the Casino 
theater on the Steel Pier across from 
Haddon Hall, the headquarters hotel. 
The session included the American Col- 
lege hour, usually a feature of the final 
day. Other Wednesday events were the 
joint luncheon of the women’s commit- 
tee and Women’s Quarter Million Dollar 
‘Round Table, the executive secretaries 
of state and local associations, American 
Society of C.L.U. forum on chapter ac- 
tivities and the business session of the 
General Agents & Managers Conference. 
That evening there was the American 
College and American Society dinner 
and conferment exercises. 

Thursday there was no general ses- 
sion, the features being the Agents Na- 
tional Sales Seminar and the concurrent 
General Agents & Managers Conference 
session. The conference had a luncheon 
session addressed by A. J. McAndless, 
president of Lincoln National. In the 
afternoon there was also a meeting of 
the national council to elect officers, fol- 
lowed by a convention business session 
for action on the reports of the com- 
mittees on by-laws and resolutions. 

The convention closes Friday with a 
general session, and the fellowship 
luncheon, at which the John Newton 
Russell memorial award for outstanding 
service to the institution of life insurance 
in 1952 will be made. 





PR Jobs Credited With 
Keeping Tenants Happy 


(CONTINUED FROM PAGE 6) 


sold by the dealers and many prospects 
were contacted. 

Miss Woolfenden contacts new fam- 
ilies in the neighborhood who do not 
live in the project and in small groups 
of three or four they are conducted 
through the shopping center and intro- 
duced to the dealers. Many new charge 
accounts are opened. 


McCall’s to Participate 


Later this month McCall’s will join 
forces with the merchants’ association 
to stage an interesting program. Mc- 
Call’s editorial, advertising and pro- 
motion people will create ‘“McCall’s 
Street at Fresh Meadows—the Avenue 
of Easier Living” for three days. Clinics 
will be held by the editors in the morn- 
ings, while the stores will feature Mc- 
Call-advertised products. 

A model nursery school run by the 
company brings educator observers 
from all over the country. Its tuition of 
$350 doesn’t keep the school from being 
filled to capacity all the time. It has a 
long waiting list. 


Slate N.Y. C.L.U. Courses 


The school of insurance of the Insur- 
ance Society of ‘New York, in coopera- 
tion with the New York C.L.U. chapter, 
on Sept. 16 begins classes in subjects in 
preparation for the C.L.U. examinations. 
The classes continue for two semesters, 
ending in May, 1953, with the C.L.U. ex- 
amination scheduled for June. 





Home Light and Power Company of 
Colorado has placed with Mutual Life 
$500,000 of 334% first mortgage bonds, 
due in 1982. The proceeds will be used 
mainly for the company’s construction 
program. 











The Berkshire “Graded Premium Preferred Life” policy is 
the perfect answer for the young man who is going places 
and wants insurance that’s tailored for growth. This unique 
policy is ideal for the young, select risk, insurance-minded 
whose dollars are limited, because it starts with an excep- 
tionally low premium and builds up slowly to keep pace 
with incomes that are on the rise. It gives full coverage 


now and the time necessary to grow into it cost-wise. 


HERE IS THE ‘’STEP RATE’’ SCALE THAT MAKES 

THIS POLICY SO UNUSUAL...AND SO SALEABLE! 
omnes Ist Year 50% of ultimate rate 

PREMIUM 

FOR FIRST 

SIX YEARS 


2nd Year 60% of ultimate rate 
3rd Year 70% of ultimate rate 
4th Year 80% of ultimate rate 
5th Year 90% of ultimate rate 


6th and subsequent years level 
at the ultimate rate 


AN ESPECIALLY ATTRACTIVE COMMISSION SCALE FOR FIRST SIX YEARS 


BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire General Agent for FREE copies of the 
handy om vee Merchandise Chart which lists the many 
unusual sales opportunities offered by this Company. * * * 

















Assets over $47,000,000 e Insurance in Force over $215,000,000 


ABOUT YOUR FUTURE ... 


Take a sharp look at your future—that's where you'll spend the 
rest of your life. Are you satisfied with your commission schedule? 
Are your renewals vested? Are aoe being promoted as you grow in 
your job? Are you offered a retirement plan? 


With a scale of compensation far above average, plus vested re- 
newals, plus promotion you can count on, plus a company retirement 
plan, Western Life has much to offer the man who can motivate 


himself and has a production record to prove it. If you're looking 


for a brighter future with a friendly company, better investigate 
Western soon. You might qualify for one of our openings as a per- 
sonal producing General Agent. Let's talk it over—write, wire, or 
phone for an appointment. 


R. B. RICHARDSON, Pres. 
LEE CANNON, Agency V. P. 


Write or wire: Western Life, Western Life Bidg., Helena, Montana 























BUILDING GOODWILL FOR 
THE LIFE UNDERWRITER 


This is one of a 
series of advertise- 
ments designed to 
explain some of the 
benefits of Life In- 
surance, and create 
a greater apprecia- 
tion for the impor- 
tant role the Life 
Underwriter plays 
in helping plan fu- 
ture security, in- 
come and happiness. 











ASSETS OVER $156,000,000 
Insurance in force over $725,000,000 
Paid to Policyholders and Beneficiaries 
over $100,000,000 


LIFE e ACCIDENT e@ HEALTH e 
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... 1 had listened to that Southland Life Repre- 
sentative back there when he suggested I take 
out an educational policy for Mary and Bob. 
Keeping two children in college is plenty tough.” 


A college education costs a lot of money. So 
if you have youngsters you want to send to col- 
lege someday, better call the Southland Repre- 
sentative and get an educational policy that will 
pay for their education whether you live or die. 


Yes, time after time, the Southland Life Repre- 
sentative has proved to be a friend in need. 
Never turn him away—always listen to what he 
has to say—or you may live to regret it. 








INSURANCE COMPANY 


JOHN W. CARPENTER, President Home Office: DALLAS 
“Serving Since 1908" 


HOSPITALIZATION @ GROUP 








LEGAL RESERVE FRATERNALS 





Slater Royal 
Secretary of 
Scottish Clans 


William Slater has now taken over as 
royal secreary of Order of Scottish 
Clans of Boston, Mass. He became 
a field worker in 1939 at Schenectady; 
became special royal deputy for field 
work the next year and was named 
field manager in 1944. Just last June 
he was named assistant royal secretary. 
He was born in Scotland. He was 
wounded in military service in the first 
war. He emigrated to Schenectady in 
1927. Mrs. Slater is grand recording 
secretary of Daughters of Scotia. Mr. 
Slater for 12 years served as man- 
ager and professional at a number of 
golf clubs in the Albany region. 


Catholic Knights of Wis. 
Elect Walsh President 


Catholic Knights of Wisconsin elected 
Joseph F. Walsh, Potosi, president at its 
triennial convention recently concluded 
at Milwaukee. Other officers elected to 
three-year terms were Nic W. Heint- 
skill, Milwaukee, vice-president, and Ed- 
ward H. Jacobs, Beaver Dam, treasurer. 

The convention voted to appropriate 
$50,000 for distribution at $5,000 yearly 
among the five state dioceses for the ed- 
ucation of young men to the priesthood. 
A $1,000 contribution was also voted for 
a flag pole for the National Fraternal 
Flag Day Foundation memorial at Fre- 
donia. 








Plan Fraternal Actuarial 
Program at Boston 


Fraternal Actuarial Assn. has set the 
program for its Sept. 23 meeting at 
Boston, in connection with the National 
Fraternal Congress. Speakers include 
E. D. Brown, Jr., consulting actuary, on 
“The Consulting Actuary and the Home 
Office”; William C. Brennan, consult- 
ing actuary, on “The Standard Non- 
forfeiture Law Comes Under the Micro- 
scope,” and Franklin C. Stauffer, 
assistant actuary Modern Woodmen, on 
“Reserve Valuation.” 

Following the presentation of papers, 
a discussion period on previous papers 
and on topics of current interest will 
be held. 
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MACCABEES 


with @ ” a= 
Heat LEGAL RESERVE INSURANCE 


AVENUE DETROIT 2, 





Satisfaction in representing one of America’s 
foremost Fraternal Benefit Societies. 


Address the Field Dept. 
for complete information. 


MICHIGAN 


WHEN YOU HAVE 
MORE TO OFFER! 


Descover, for yourself, the many extra benefits 
offered in all forms of The Maccabees insur- 
ance programs. All types of life protection, 
including juvenile, are available as well as 
liberal hospital-medical and surgical plans. 


Compare these programs and their many 


plus features with any other on the market. 
You will find great financial and personal 


MANY CHANGES 


Stohlman Succeeds 
A. O. Benz of Aid 
Assn. for Lutherans 





LeRoy G. Stohlman has been elected 


president of Aid Association for Ly. 
therans to succeed 
Alex. O. Benz. Mr 
Benz has been 
named chairman re. 
placing G. D. Zieg. 
ler, one of the as. 
sociation’s original 
incorporators, who 
becomes chairman 
emeritus. 

Mr.Stohlmay 
who has been ser. 
retary for 12 years, 
practiced law for 
10 years following 
graduation at the 
University of Ne 
braska before becoming a director and 
secretary of the association. 

Mr. Benz, widely known in fraternal 
insurance circles, has been a director of 
the association for four years and has 
served as president for 19 years. He 
served as president of the National Fra. 
ternal Congress in 1940-41. 


Other Appointments 


Several other important executive 
changes have been made. 

Otto C. Rentner was elected 1st vice- 
president and reelected general counsel. 





L. G. StohIman 








ALEX 0O. BENZ 


While residing in Chicago he served as 
master in chancery in the Cook County 
circuit court for 24 years. He has been 
a director for 35 years, and has served 
as general counsel for 32. 

Walter L. Rugland was reelected as 
actuary and in addition named to the 
newly-created office of 2nd_vice-presi- 
dent. He entered insurance with Metro- 
politan Life, was appointed actuary of 
Aid Association in 1943, and a directof 
in 1947. He is a fellow of the Society o 
Actuaries. 











Voecks National Secretary 


Herbert Voecks, a son of one of the 
incorporators, Albert Voecks, who 
served as secretary until his death i 
1940, was elected national secretary to 
succeed Mr. Stohlman. Mr. Voecks has 
been a director for 13 years, and has 
served also as a trustee for 11 years. 

Clarence G. Steinwedel was _ electe 
treasurer to succeed William H. Zuehlke, 
Sr., one of two living incorporators who 
has served as treasurer throughout 1t 
entire history, who will retire Dec. 31. 





William H. Zuehlke, Jr., was advanced 
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= 
from assistant treasurer to investment 


vice-president. . 
Herbert G. Benz, agency director, was 
appointed agency vice-president. 


Henry Kahnert, St. Paul; Arthur 
Kruse, Cleveland; William F. Schultz, 
Chicago, and B. C. Schulz, Saginaw, 


\ich. were elected trustees, 


NALC. Committee Works 
on Revised Fraternal Blank 


An effort to frame a draft of a re- 
vised fraternal blank following lines 
of the new life blanks is being made at 
4 meeting this week at St. Jos eph, 
I \ich., of the eight-member subcommit- 
tee on revision of fraternal blanks of 
National Assn. of Insurance Commis- 
sjoners. H. Sanford, Michigan de- 
partment chief examiner and a member 
of the subcommittee, arranged for the 
session, which follows up a preliminary 
meeting held a year ago at St. Clair, 
Mich, George McAteer, chief examiner 
of the Washington department, is chair- 
man of the subcommittee. 








Birk Agency Celebrates 


The William C. Birk general agency 
of Aid Association for Lutherans at 
Wausau, Wis., sponsored a dinner for 
the agents to celebrate its ranking first 
in production in August among the 
agencies in this country and Canada. 
‘Wilmer J. List, Shawano, Wis., an as- 
sociate of the Birk agency, was honored 
as the leading individual agent. Walter 
Imig spoke on “Successful Selling” and 
Robert Pieper on “Confidence.” 





Hold Federation Life Convention 


Federation Life of America, Milwau- 
kee fraternal, held its quadrennial con- 
yention at the home office there with 
9) in attendance. J. B. Swiderski, pres- 
ident, reported that assets have increased 
over 50% since the last convention four 
years ago, and membership was up 16%. 
Other officers, also reelected, are Albert 
Pawlak, secretary, and Peter Szeflinski, 
treasurer. 








“Installment Plan” Funerals 
Are Not Insurance in Pa. 


HARRISBURG—A plan to sell “in- 
sallment plan’ funerals was deemed not 
within the realm of insurance at a hear- 
ing before the Pennsylvania secretary 
of state, and American Memorial Assn. 
of Pittsburgh was given the go ahead 
signal. : 

This group plans to sell burials on 
the installment basis offering a one- 
price complete funeral for $425. Pay- 
ments, according to William H. Hogg, 
head of the association, will be held in 
the Potter Title & Trust Co. until the 
time of burial, and in event of death 
before final payment, the balance will be 
insured with Connecticut General Life. 
Mr. Hogg said that 12 Allegheny county 
funeral directors have agreed to furnish 
burials for the pre-arranged price. 
Under the arrangement, the funeral 
director would get $310, plus 25% of 
the interest accruing on accounts he 
held; $30 would go to the bank for 
collection and insurance costs, and the 
Memorial association would keep $65. 
This amounts to $405 and Mr. Hogg 
didn’t explain what happens to the 
other $20. 
Pennsylvania Funeral Directors Assn. 
had opposed the idea of the installment 
plan burials, claiming that the idea is 
“not in the interest of the public’ and 
that burials and funerals are “sacred 
performances which should not be sub- 
jected to such high-pressure tactics.” 
Funeral directors also charged that the 
operations in effect were selling insur- 
ance but the secretary of state said that 
he could not pre-judge a proposed cor- 
Poration’s activities. 


Provident Mutual Life has appointed 
John §. Rousseau supervisor for the 
Webster agency at Philadelphia. 

NATHAN I. ROSENBURG, retired as- 


sistant district manager for John Han- 
tock at Galesburg, IJl., died on Sept. 2. 
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Salary-Deduction Pushed; 
Eases Inflation'’s Squeeze 


Salary deduction insurance has been 
getting more intensive promotion in re- 
cent months because it provides an ex- 
cellent means of reaching prospects who 
otherwise might not purchase insurance 
and because it enables lower-income 
earners to establish the less painful pay- 
as-you-go procedure for purchasing in- 
surance at a time when they are 
squeezed by higher taxes, higher living 
costs and non-expanding pay checks. 

In this period of increasing costs, the 
latter offers an advantage to the em- 
ploye similar to payroll deduction of in- 
come taxes. Instead of the policyholder 
frantically trying to scrape up money 
that isn’t there for the payment of a 
large premium each year, or even each 
quarter, the premium payments are 
spread out into smaller amounts. 


Plan Not New 


The plan of deducting insurance pre- 
miums from a person’s salary is not 
new. One insurance company started 
such a program among its own em- 
ployes some 30 years ago. Another 
large company instituted a salary sav- 
ings insurance program in a nation- 
wide concern more than 25 years ago. 

One executive explained that his com- 
pany felt it was an excellent way to 
reach prospects who otherwise might 
not purchase insurance at all. He cited 
figures from his company’s group insur- 
ance files that showed that nearly one- 
half of the insured had no other insur- 
ance and more than two-thirds covered 
by group policies had less than $1,000 
in insurance. He said many wage 
earners couldn’t cope with large pre- 
mium payments once a year, but if de- 
ducted at regular intervals in smaller 
amounts, the person could swing it. 


Can Use Time Effectively 


Another advantage of this type of in- 
surance is that a large number of pros- 
pects can be reached in a minimum 
amount of time. The agent is able to 
contact his prospects much more quickly 
than if he attempted the usual canvass 
methods. Instead the employer is ap- 
proached first, and, after he agrees to 
the plan, the employes. 

The employer’s part in the pro- 
gram consists of granting permission 
to canvass his employes, and deducting 
the amount of premium from the pay 


check of the employes joining the pro- 
gram. It involves a slight additional 
expense for the employer, but one comp- 
troller said one more deduction is not 
sufficient added expense to oppose in- 
stalling the program. 

Studies have indicated that employes 
entering this program slowly increase 
the amount of coverage they possess as 
they move up through the ranks of the 
concern. One participant, who started 
such a salary savings insurance pro- 
gram when he first joined the concern, 
some years later owned 14 policies. 

Another aspect of the plan is that 
it enables a small concern to establish 
a pension-like plan for its employes at 
a smaller cost. The small company can 
match employe contributions to cover 
the cost of these policies and thereby 
offer the worker a type of security 
otherwise not available. 

This plan is available for small groups 
as well as large. While numerous na- 
tional concerns are participating in it, 
one insurance company includes com- 
panies with as few as 30 employes, the 
minimum number of participants be- 
ing 10. 


Attacks Reactions 
Against Cold 
Canvass Calls 


An analysis of the cold canvass, its 
discouraging aspects and the remedies 
used to overcome the discouragement, 
has been made by E. H. Bannister, 
Manufacturers Life branch manager at 
Birmingham, England. Mr. Bannister’s 
methods are posibly unique when one 
considers the alleged reserve of the 
British personality. 

For both agent and prospect, Mr. 
Bannister notes two certain and positive 
reactions present at any cold interview. 
They are the feelings of embarassment 
and fear and are barriers which the 
agent must dispel at the outset. 

“Bridge embarrassment and _ allay 
your prospect’s fears. He must be made 
to smile, and in smiling lose the oppor- 
tunity to be adamant in refusal,” Mr. 
Bannister says. 

“This might be a typical conversa- 
tion,” notes Mr. Bannister: ‘Mr. 





Prospect, I am in the life insurance 
business, and my job is to look for 
charming people with lots of money and 
little insurance. .. .’” 

“The prospect of course smiles and 
replies, ‘I am sorry but you’ve come 
to the wrong place.’ 

“The embarrassment has been re- 
duced, but the prospect will, if allowed, 
proceed to give any one of 134 different 
reasons for not talking about life in- 
surance. Whereupon the agent inter- 
rupts with, ‘Mr. Prospect, please for- 
give me for butting in, but this may be 
the only opportunity I shall have to talk 
with you, and at the risk of being con- 
sidered rude or thrown down the stairs, 
I’d like to explain my proposition.’ ” 


Don’t Tell All Immediately 


From here Mr. Bannister leads the 
prospect to setting a place and time for 
a fact finding interview. He succintly 
warns against the trap of replying to 
prospect’s query “What’s your proposi- 
tion all about?” on the contact call. 

Mr. Bannister says, “It is difficult to 
prescribe a remedy until the complaint 
is diagnosed. My company has scores 
of policies, only one (or a few) of which 
will fiell your needs. Let’s leave the 
pros and cons until next Thursday and 
you will then not have to put up with 
half a story.” 

Concluding the call he says, “If I am 
able to interest you, I asume you could 
afford to save a minimum of $75 a year 
without -wearing sackcloth and ashes? 
Good! I will see you Thursday.” 

Mr. Bannister has found this cold 
canvass approach has the invaluable ef- 
fect of stifling objections which, with 
careful handling at the appointment, 
need not recur. 








Bar Assn. Panel Named 


The insurance section meeting Sept. 
15-19 at San Francisco of American 
Bar Assn. will feature a panel on “Ex- 
pert Testimony in Insurance Cases.” 

Abe R. Peterson, Chicago, will dis- 
cuss the scientific expert witness; Louis 
E. Wyman, Manchester, N. H., will 
consider the cross-examination of ex- 
perts; Edward D. Bronson, San Fran- 
cisco, will scrutinize the medical expert 
witness; Wayne E. Stichter, Toledo, 
will discuss the function of expert tes- 
timony, and Wayne Ely, St. Louis, will 
explain abuses of expert testimony. 

Orie L. Phillips, chief judge of the 
U. S. court of appeals, Denver, will act 
as moderator. 





August production for the Wolff 
agency of Postal Life at New York 
City totalled over $800,000, a company 
record for the month. Since its found- 
ing in 1948, the agency has scored six 
company production records. 











MODERN WOODMEN OF AMERICA, Rock Island, Illinois 


WE'LL TELL OUR 
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after-effects or death. 


when polio strikes; an ad 
of $250.00 if the attack results in crippling 


GRANDCHILDREN ABOUT 1952.... 


ONE OF THE GREATEST YEARS OF OUR HISTORY 


This year, 1952, will go down in Modern Woodmen of 
America’s history as one of our most successful. (As of June 
30th, new business is up 31 per cent over 1951!) 


What Modern Woodmen Has Done in Its Sixty-Nine Years 


1 Modern Woodmen now has a sixty-nine-year record of faith- 
ful service to insureds and beneficiaries. 


More than $765,000,000 has been paid in benefits. 
Our record of prompt payment is unsurpassed. 
Assets exceed $170,000,000 in a strong investment portfolio. 


Twenty-five Modern Woodmen certificate forms are issued . . 
we insure every member of the family from birth to age 60. 


Those insured in Modern Woodmen auto- 
matically receive THE POLIO-PROTEC- 
TION PLUS at no extra cost. 
receive immediate payment of $250.00 


Members > 
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Agency Topics at Hemispheric Meet 


(CONTINUED FROM PAGE 1) 





the most extensive, Pedro Lozano Car- 
rillo, general manager of La Union 
Gremial, Argentina, said. He stressed 
the benefits to the agent of governmental 
activity in the business, notably its guar- 
antee of the safety of company funds. 

Miguel Castro Ramirez, assistant man- 
ager and actuary of La Uruguaya, Mon- 
tivedeo — Uruguay’s only insurer — 
talked on agency management, and W. 
H. Trentman, Occidental Life, N. C., on 
recruiting. 

Dr. Agusto Xaviar De Lima, superin- 
tendent of Sul America, Brazil, viewed 
management of technical reserves and 
their investment for safety and yield. 
The suggestion has been advanced in 
that country that government take over 
life company reserves and invest them. 

Manuel Senderos Yrigoyen, who man- 
ages the Mexican equivalent of the 
M.I.B., discussed the Information Of- 
fice of Impairments. The suicide and 
incontestable clause in Mexico was re- 
viewed by Jose De Izaurieta, manager 
of the life reinsurer, Union Reasse- 
guaradora. 

Life office management in the U. S. 
was reviewed by Frank L. Rowland, 
manager of L.O.M.A., and N. E. Hore- 
lick, second vice-president of Equitable 
Society, discussed group. 


Cites Compensation Drawbacks 


The present system of compensating 
life agents, except in countries with a 
high degree of development in life sales, 
has many drawbacks, Sr. Lozano Car- 
rillo said. Its elimination would con- 
tribute to the progress of life insurance 
and benefit the companies, community 
and really professional agents, he added. 

He is all for the agents getting a 
fair and suitable pay. Cooperation of 
honest and capable agents is a must for 
the good performance of the companies, 
but defects include: 

Excessive first year commissions; 
sharp out of balance between first year 
and renewal commissions; too short a 
period of paying renewals, generally 
done between third and fifth years, com- 
pared to the time insurer collects pre- 
miums. 

He noted the counter effect of high 
first year commissions on subsequent 
administration savings and gain from 
mortality. New business is essential to 
balance maturities and gradually in- 
crease the portfolio, but preservation of 
existing business is as important. Since 
it favors too much new production, the 
present system does not accomplish its 
dual objective. To a point, the high first 
year commissions are due to custom and 
now are obsolete, he declared. 

One great obstacle the agent has over- 
come in the past, reassurance of the 
people regarding the safety of their in- 
vestment, is completely  eliminated,, 
thanks to state control, he said. Thus 
the agent doesn’t have the same ex- 
penses of selling he used to. Inheritance 
taxes have led most men to buy more 
insurance for families and businesses, 
and mortgage insurance lately has be- 
come popular for homes. The living 
standard has substantially improved in 
most countries of the hemisphere, so 
there is a greater capacity for life insur- 
ance. 


Restrict Agents’ Activities 


He suggested production expenses of 
agents might be reduced through re- 
stricting their activities. Competition of 
companies for experienced agents has 
pushed up the commission scale in the 
past. With wider distribution of life in- 
surance, it is cheaper to set up new 
agencies. 

He recommends decreasing first year 
and increasing renewal commissions 
payable as long as possible, entrusting to 
agents the collection of premiums, In 
Argentina, he said, the insurance super- 
intendent and companies are studying 
the problem now. 

Sr. Castro ‘Ramirz noted some of the 
difficulties in operating agencies or 





branch offices and said he believed that 
strictly centralized management is ad- 
visable in all countries of Latin America, 
possibly excepting a few large cities. He 
recommends reduction to a few standard 
letters all correspondence between 
branch and home office. Errors, avoid- 
able by verifying accounts, generate a 
laborious correspondence of a singular 
type, which distracts the officers and 
many employes. 

Where possible, those in charge of 
branches should be collectors and pro- 
ducers so they can be paid from three 
sources — production, administration 
and collection. 

It is false to insist that a high level 


of production can be reached better 
through constant attention to the im- 
provement of present organization. Re- 
cruiting to bring in new men continu- 
ously is absolutely essential, Mr. Trent- 
man declared. Agency growth is con- 
trollable, it can be done by plan. Skillful 
managers can always find good qualified 
agents. 

Don’t overlook the obvious source of 
recruiting prospects, he advised, among 
acquaintances and friends. He listed 
the methods of four managers highly 
successful currently with recruiting. One 
conducts a one man training school for 
prospective agents, another uses the 
members of his office staff as nominators 
of new men, another combines personal 
selling with recruiting, and a fourth 
keeps present agents alert to new pros- 
pects for the agency. 








Institute Has New 
High School Texts 


(CONTINUED FROM PAGE 19) 


the over-all objectives of the course 
and will be used to supplement other 
material. 

“What Life Insurance Means,” for 
example, may be built into a discussion 
of economics and be used to supplement 
instruction in investments, manufactur- 
ing and banking or it may be used ina 
course devoted to family living and 
follow another unit which discusses how 
families need to budget their money 
or how families can go about buying 
a home. 


Push “Education for Living” 


In planning and distributing its mate- 
rials to the school, the institute has 
found a fundamental part of its work 
is to keep in closets contact with the 
rapidly developing interest of school 
systems in “education for living.” 
School officials realize today more than 
ever before that for 90% of all boys 
and girls high school graduation day 
will mark the end of their formal edu- 








Agent Crary of Fargo 
Has Third Set of Twins 


A third set of twins has been born to 
John P. Crary, Northwestern National 
Life agent at Fargo, N. D., and Mrs. 
Crary. 

The birth was given national publicity 
by wire services and appeared in news- 





papers throughout the country. Mr. 
Crary is a C.L.U. 

In the front row, above, are Maura 
and Michael, 4; in the second row are 
Kathleen and William, 7. Mr. Crary is 
holding Timothy and Mrs. Crary, Jo 
Anne. The only non-twin child in the 
family, standing between his parents, is 
Jack, 9 


cation. Preparing young people for 
college or further vocational training 
is also a function of the high school, 
of course, but even for these students, 
instruction in the down-to-earth mattrs 
of money and clothing and food and 
family happiness is more than worth- 
while. 

One of the earliest developments of 
the institute’s education work was a 
program to encourage more teaching of 
family financial security in the nation’s 
high schools. This activity has grown 
so important that it has now become the 
responsibility of a separate division of 
the institute, the division of family 
financial security education, headed by 
R. Wilfred Kelsey. This division and 
the educational division together repre- 
sent an integrated public relations ap- 
proach to American education which has 
won wide acceptance among teachers, 
school supervisors and school officials. 


Local Associations Aid 


Life underwriters associations that 
have worked in the field of education 
with their local school systems are 
among the strongest supporters of a 
program which encourages teaching of 
life insurance in the schools. In no 
important degree is high school teaching 
a direct encouragement to life insur- 
ance purchases in a community, but over 
the years its effects on the climate of 
opinion in which the life agent works is 
very marked. By learning about life in- 
surance the youngster learns to appre- 
ciate what life insurance does for Amer- 
ican families and American communi- 
ties. As a citizen he is likely to show 
this appreciation in future years in 
many ways. As a breadwinner or home- 
maker he is likely to become a more 
intelligent and a more enthusiastic user 
of life insurance for the protection of 
his own family. 


New Actuarial Text 
to Be Published by Society 


A new textbook on the mathematics 
underlying life insurance and annuity 
rates and reserves will be published this 
fall by the Society of Actuaries. The 
book will be called the Society of Actu- 
aries’ Textbook on Life Contingencies. 
Author is C. W. Jordan, associate pro- 
fessor of mathematics at Williams 
College. 

For many years actuarial students in 
the United States and Canada have 
depended mainly on the textbook by 
E. F. Spurgeon, published by the In- 
stitute of Actuaries of Great Britain. 
Because of the new methods and the 
special developments here, the educa- 
tion and examination committee of the 
society sponsored the preparation of 
this next textbook and invited Mr. 
Jordan to write it. In addition to 
premiums and reserve for life insurance 
and annuities, the book covers the pro- 
vision for expense, the special methods 
when two or more lives are involved, 
as in joint and last survivor annuities, 
and the application of the mortality table 
to population problems. 

Copies will be available during Octo- 
ber from the Society of Actuaries, 208 
South LaSalle street, Chicago 4. The 
price is $8, 
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Convention Dates 


a 

Sept. 15-17, International Claim Assy 
annual, Homestead, Hot Springs, Va, 

Sept. 15-19, American Bar Assn., ingy, 
ance section, San Francisco. 

Sept. 16-17, Zone 1 of N.A.I.C., Eastlanj 
hotel, Portland, Me. 

Sept. 23-24, H. & A. Underwriters Cop, 
ference, underwriting forum, Netherlap; 
Plaza hotel, Cincinnati. 

Sept. 22-24, Life Office Managemen 
Assn. conference, Chalfonte-Haddon Haj, 
Atlantic City, N. J. ‘ 

Sept. 22-25, National Fraternal (po), 
gress, Sheraton Plaza hotel, Boston. 

Sept. 25-27, Institute of Home Off 
Underwriters, Netherland-Plaza hotel 
Cincinnati. 

Sept. 29-Oct. 1, Bureau of Accident 4 
Health Underwriters, annual, Grove Park 
Inn, Asheville, N. C. 

Sept. 29-Oct. 1, Life Insurance Adve, 
tisers Assn., annual, Mount Royal hot 
Montreal. 

Oct. 1-8, Zone 3 of N.A.I.C., Mobile, an 

Oct. 2-3, Zone 4 of N.A.L.C., Schroede 
hotel, Milwaukee. 

Oct. 7-10, American Life Convention, 
annual meeting, Edgewater Beach hote} 

Oct. 21-23, Assn. of Life Insurang 
Medical Directors, annual, Ambassago 
hotel, Los Angeles. 

Oct. 23-25, Midwest managers confe. 
ence, sponsored by Indianapolis Gener 
Agents & Managers Assn., French Lit 
Springs hotel, French Lick, Ind. 

Nov. 17-21, L.1.A.M.A. annual m 
Edgewater Beach hotel, Chicago. 

Dec. 7-11, National Assn. of Insurang 
Commissioners, midyear, Hotel Commo. 
dore, New York City. 

May 5-7, large companies spring con 
ference of L.I.A.M.A., Westchester coup. 
try club, Rye, N. Y. 


Milwaukee C.L.U. Program 


Program of activity for the Milwav 
kee C.L.U. chapter for the coming sez 
son has been announced. Luncheon 
meetings will be held Oct. 6, Dec. 1, 
Jan. 5, March 2 and May 3. The opening 
speaker will be George H. Likert, Jr, 
Milwaukee attorney. Harvey E. Leiser, 
Equitable of Iowa, is president. 








Ceting 








Head Chicago Agencies 





Reorganiaztion of Prudential’s La 
Salle agency at Chicago into two sep- 
arate agencies becomes effective Oct. 1. 
One agency is to be managed by Robert 
J. Murphy, and will continue as the 
La Salle agency. The other is to be 
headed by Don. K. Alford, and will 
be known as the Fort Dearborn agency. 


Pe 


Alford 





R. J. Murphy 


D. K. 


The agency has been under the di- 
rection of A. Van Goldman, who is 
retiring. 

Mr. Murphy joined the agency in 1936, 
after four years with the company’s dis- 
trict agencies organization, was named 
the assistant manager in 1938 and in 
1945 was appointed regional manager 
in the ordinary agencies department a 
Newark, He has had charge of the cet- 
tral area, as superintendent of agencies, 
since 1947. 

_ Mr. Alford joined the La Salle agency 
in 1936, was advanced to assistant mat- 
ager in 1938 and became assistant fe 
gional manager in the ordinary aget- 
cies department at Newark in 1948. A 
year later, he was appointed regional 
manager and in 1950 was promoted to 
superintendent of agencies for the east- 
ern area. 


Dr. Frederic E. Elliott, vice-president 
of United Medical Service, New York 
Blue Shield, has been elected secretaty 
of the Blue Shield Commission, 12 
en service agency of the Blue S 
plans, 
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Congratulations, 


C.L. 


UITE fittingly the Life Insurance community 1s 
Q celebrating this year the twenty-fifth anniversary 
of the American College of Life Underwriters and the 
C. L. U. program. 

The Metropolitan Life Insurance Company is glad 
to join in congratulations to the College and its staff, 
and to the many thousands of forward-looking men 
and women who have availed themselves of the C. L. U. 
program. 

We add special congratulations to the 416 members 
of the Metropolitan family who through the years 
have completed the course for C. L. U.’s, and to the 
530 others who have completed one or more parts of 
the course. 

Those who have participated in the C. L. U. program 
have helped qualify themselves for better service to policy- 
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holders and the public. They have recognized that 
Life Underwriting, like other professions, requires thor- 
ough preparation, as well as constant study to keep up 
with new developments. They have sought to equip them- 


selves to render the highest type of professional service. 


At Metropolitan, the importance of thorough train- 
ing is constantly emphasized. For example a staff of 
161 people devotes its full time to a training program 
which starts with a new Agent’s appointment and 
continues throughout his career. In addition, a large 
share of the time of Managers and Assistant Managers 
is devoted to training. 

The future is indeed bright for those with the am- 
bition, imagination and energy to help prepare themselves 
for more efficient service to the public through en- 


rollment in the College. 


Metropolitan Life Insurance Company 


(4 MUTUAL COMPANY) Paces 


1 MADISON AVENUE, NEW YORK 10, N. Y. 


COPYRIGHT 1952— METROPOLITAN LIFE INSURANCE COMPANY 
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Introducing GUARDIAN’S 
NEW PARTICIPATING 











A COMPLETE 
AND MODERN LINE! 


COMMERCIAL! 


A broad selection of policies with benefits 
created to fit the specific needs of each appli- 
cant. Benefits include: Lifetime Accident— 
50 months insured’s occupation, thereafter 
any reasonably gainful occupation. Partial 
Disability paying 50% up to a full year. Dis- 
memberment, with optional single sum pay- 
ment as the minimum benefit. Double 
Indemnity for common carrier accidents (in- 
cluding non-scheduled air flights). Non- 
Confining Health policies. Blanket Medical 
Expense. Broad Surgical Schedules. 


NONCANCELLABLE! 


Choice of One Year, Two Year or Ten Year 
Health Plans; Lifetime Accident on all. Non- 
aggregate. Features include: Total disability, 
60 months insured’s occupation, thereafter 
any reasonably gainful occupation. House- 
Confinement not required. Optional: Princi- 
pal Sum, 100-Day Hospital or Nurse Benefits, 
Surgical Schedules with $100 to $300 limits. 
GUARANTEED RENEWABLE TO AGE 65! 


HOSPITAL PLANS! 


Individual or family plans paying fixed daily 
benefit up to 100 Days in Hospital or Nurse 
in Home. 10-day maternity benefit. Miscel- 
laneous Hospital Expensés up to 15 times the 
single daily benefit. Optional Surgical Sched- 
ules--$150 or $300 limit—in or out-of- 
hospital coverage. In-hospital Medical 
Expense if no surgery. 


POLICIES 


WITH THESE BIG 
SELLING ADVANTAGES! 
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ACCIDENT AND HEALTH 


% ANNUAL DIVIDENDS! 
INCREASED BENEFITS! 


Benefits increase 10% for annual pre- 
mium; 5% for semi-annual. 


NO INCREASE IN RENEWAL PRE- 
MIUMS AT OLDER AGES! 

NO REDUCTION IN BENEFITS AT 
OLDER AGES! 

WORLDWIDE COVERAGE! 

ALL PASSENGER AIR TRAVEL 
COVERED! 

FLEXIBLE SCHEDULE-TYPE 
POLICIES! 

BROAD INSURING CLAUSE! 

LIBERAL DEFINITION OF TOTAL 
DISABILITY! 

BUSINESS-BUILDING SALES KIT! 


Complete and comprehensive. Slips into 
a pocket. Contains explanation of all 
coverages plus competitive advantages of 
Guardian’s benefits. Includes rate card 
and classification of risks, proposal forms, 
miniature policies, applications. 


and VESTED COMMISSIONS 
PLUS PERSISTENCY COMPEN- 
SATION! 


A MUTUAL COMPANY 


THE GUARDIAN Life Insurance Company OF AMERICA 


50 Union Square, New York 3, N. Y. 





BROKERS — SEE YOUR NEAREST GUARDIAN AGENCY 


«+. or write directly to our Home Office. 






